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“It broadens 
our horizons” 


Yes, the Bank and Agent Auto Plan broadens a 
bank’s horizons — in three ways. To the bank’s own 
new-business facilities, it adds the concerted efforts 
of insurance salesmen. It produces more business 
from present bank customers, who may have thought 
it easier to finance through a dealer. It is a steady 
source of desirable new customers, many of whom 
are already on the books of local agents. 

Day by day, co-operating insurance agents call on 
the type of men you will be glad to have as customers. 
Whenever the conversation uncovers interest in a new 
car, they sell the services of co-operating banks. The 
Bank and Agent Auto Plan has proved its ability to 
produce a growing volume of desirable loans. It has 
gained ready acceptance by bankers, insurance men 


and their customers. 


FETNA CASUALTY AND. SURETY COMPANY 
Affiliated with Etna Life Insurance Company 


AL TOMOBILE INSURANCE COMPANY e STANDARD FIRE INSURANCE COMPANY 


HARTFORD | CONNECTICUT 





It’s good to meet 
an old and 
trusted friend ... 


AND TRUST... 


The best known name in paper 


When your customer sees the Hammermill Safety 
surface design on his checks, it is like meeting an 
old friend whom he trusts and respects. He uses 
Hammermill papers in his own business. The name 
itself means to him tried and proved reliability. 


i 


Checks on Hammermill Safety are a continu- 
ing, unobtrusive reminder that even in the 


September, 


matter of choosing paper, sound judgment guides 
your bank management. That is, we believe, good 
public relations. 


A note on your bank letterhead will bring 
samples of this fine paper. Just address 
Hammermill Paper Company, 1505 East 
Lake Road, Erie, Pennsylvania. 
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TESTED IDEAS FOR THE SMALLEST AS WELL AS THE LARGEST BANK 


SEPTEMBER 1947 


Prominent Men Will Address A.B. A. . . . ... . 
Depreciation Allowances Are The Liquid Part Of Fixed 
Assets . ..... .. .. . Frederick S. Blackall, Jr. 


Modern Lighting Improves—1. Customer Service— 


2. Operating Accuracy 


Specific Cases Show Advantages In Financing Farm 


Operations Direct Raymond S. Stevenson 


We've Used A Simple Schedule For Service Charges For 


Twelve Years Jesse E. Spielman 


This Bank Is Trying To Improve Customer’s Checks 
W. H. Marshall and Laurence K. Arthur 


Good Farm Credit Files Show More Than Assets And 
agbiities . . 1 6 ee ew tw te tl ws) 6WTen Garst 


Six Banking Days For Customers But Only Five For Em- 
ployees—And No More Help Is Needed . Louis A. Bowman 


Bankers Monthly Quiz No. 52 
Answers To Bankers Monthly Quiz No. 52 


Stop Payment Work Reduced . Weldon Miller, R. E. Nodop, 
Clifford H. Hyett, W. J. Richards 


Bank Equipment And Supplies 


Bank News . 


Designed to help banks make money 


by 
REDUCING EXPENSES 
INCREASING INCOME 
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Use the 


In Chicago 


FOR BOND INVESTMENTS 


Correspondent banks are cordially invited to use 
the First National’s Bond Department in their 
bank investment programs. 


To serve you, and to insure prompt trans- 
actions in United States Government, State and 
Municipal Bonds, there is an adequate staff, 
coordinated by experienced officers. 


BOND DEPARTMENT OFFICERS 
AusTIN JENNER Vice-President 
James P. FEELEY Vice-President 
Joun H. Grier Vice-President 
Lewis MILLER Asst. Vice-President 
Haroitp J. ScHLUTER Asst. Vice-President 


Assistant Cashiers 


George B. Wendt Leroy F. Winterhalter 
P. Alden Bergquist Joseph A. Smole 
Samuel Sachnoff 


The First National Bank of Chicago 


Building with Chicago and the Nation Since 1863 


MEMBER FEDERAL DEPOSIT INSURANCE CORPORATION 


* 
September, 1947 
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THE COMMERCIAL TELLER’S CAGE 
GOES MODERN WITH MECHANIZED SERVICE 


New machines are being shipped out to 
banks every day . . . new orders keep 
pouring in every day! That alone tells you 
that the Burroughs Commercial Teller’s 
Machine represents a really significant 


development in modern banking service. 


You can expect this new service to bring 
you praise from customers, increased eff- 
ciency from tellers, more goodwill and 
favorable publicity in general. That’s been 


the experience Of banks all over America 


that have mechanized with Burroughs 


Commercial Teller’s Machines. 


Your nearest Burroughs office will give 
you complete information about this great 
new development. The installation expe- 
riences of other banks . . . how easily the 
change-over to mechanized window serv- 
ice is handled . . . customer reactions... 
publicity opportunities—your Burroughs 
office has the answers to all your questions 


ready for you now. Call today. 


BURROUGHS COMMERCIAL TELLER’S MACHINE—A NOTABLE ADVANCEMENT IN CUSTOMER SERVICE 


oe an 
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== 
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Philadelp 


FASTER SERVICE—transaction time and lobby con- 
gestion reduced as much as 30 %. 


BETTER SERVICE—neat, printed receipts identify 
every deposit by number and by teller. 


GREATER PROTECTION —registered receipts prove 
bank’s and customer's records identical. 


FEWER INTERRUPTIONS IN WINDOW SERVICE 
—tellers need not neglect customers to prepare items 
for proof department; cash-in and cash-out totals 
instantly available. 


WHEREVER THERE’S BUSINESS THERE’S 


Burroughs 


= THE MARK OF SUPERIORITY 





BALANCE SHEET 
... as of June 30, 1947 


ASSETS 


CASH IN BANKS AND ON HAND $ 284,875.18 
ACCOUNTS AND NOTES RECEIVABLE — 
Over 90% Secured by Warehouse Liens 1,633,496.87 
DEPOSITS WITH INSURANCE COMPANIES 8,638.99 
TOTAL CURRENT ASSETS $1,927,011.04 
WAREHOUSE AND OFFICE EQUIPMENT 96,784.09 
$226,392.41 
Less Reserve for Depreciation 129,608.32 
DEFERRED CHARGES TO FUTURE OPERATIONS 136,572.17 
Prepaid Insurance $ 11,620.92 
Inventory of Stationery and 
Warehouse Supplies 24,201.39 
Improvements to Leased Properties. . . 75,519.99 
Other Prepaid Expenses 25,229.87 
: UNAMORTIZED COST OF ADDITIONAL FIELD 
BUFFALO : WAREHOUSING BUSINESS PURCHASED 10,000.00 
$ GOODWILL 1.00 
CLEVELAND : $2,170,368.30 


SAN FRANCISCO 
CHICAGO 
NEW YORK 
BOSTON 


PHILADELPHIA 


CINCINNATI 
LIABILITIES, RESERVES AND CAPITAL 


ACCOUNTS PAYABLE $ 216,885.28 
NOTES PAYABLE TO BANKS $1,000.00 


ATLANTA ACCRUED TAXES 0 NOT DUE 292,296.00 
: Income Tax Withheld from Employees $ 89,453.98 
CHARLOTTE ; Social Security Taxes 141,922.79 
: Federal Taxes on 1946 Income 60,919.23 


KANSAS CITY 


ST. LOUIS 


JACKSONVILLE TOTAL LIABILITIES $ 960,181.28 


NEW ORLEANS : RESERVES 150,951.81 
3 For Employees’ Profit-Sharing Plan — 
HOUSTON estimated $ 70,000.00 
: For Federal Tax on 1947 Income — j 
DALLAS : estimated 80,951.81 
DENVER TOTAL LIABILITIES AND RESERVES $1,111,133.09 
: CAPITAL STOCK — AT STATED VALUE 573,745.00 
LOS ANGELES : Cumulative 6% Convertible Preferred 
he Stock Outstanding — 8001 shares — 
PHOENIX : $25.00 par value $200,225.00 
Common Stock Outstanding — 
SEATTLE : 25,784 shares —no par value. ... 373,520.00 
: SURPLUS 485,490.21 
— Paid-in Surplus $ 11,954.20 


STOCKTON Earned Surplus 473,536.01 


TOTAL LIABILITIES, SURPLUS AND CAPITAL .. . . $2,170,368.30 
FRESNO —_—_ 
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Banker Dana S. Marsh Mr. and Mrs. George F. Reed, Grower Purina Dealer E. C. Hastings 


“Ours is a conservative bank,” says Mr. Marsh, “but we didn’t have the money to carry many turkeys to market age. 
have found turkey and broiler financing a profitable and Hastings couldn’t finance them either. Purina helped a few 
worthwhile venture. In the Citizens National’s 14 years in feeders the first year, but suggested that the local banker 
business, we’ve never lost on broilers or turkeys.” was better qualified to handle this job. 

Part of this success—and part of the growth of the turkey Hastings and Banker Marsh began working together and 
and broiler industry in Monroe County—he credits to E. C. within five years the turkey industry increased 30-fold in 
“Ernie” Hastings, the Purina Dealer at the Hastings Feed Monroe County. Since then some growers haven’t needed 
Store. When Hastings opened his store next door to the financing and a few changed to other feeds when Purina was 
bank ten years ago, neither he nor Banker Marsh realized unable to supply them, but the basic growth of the turkey 
how important they would become to each other. and broiler industries resulted from their work together. 


Mr. Marsh used to watch Hastings grow turkeys and Turkeys alone accounted for 1 million dollars additional 
broilers in his store window. Farmers were interested, but income to Monroe County in one year. 


Grower Reed started in 1942 
with 350 bronze turkeys in 
a small shed shown in the 
background. Now he grows 
more Black Spanish, like the 
one Dealer Hastings holds, 


Dealer, Banker and another 
grower, Donald S. Hogue, 
viewing the turkey unit on 
the Hogue hillside farm. 
Hogve credits the banker- 
dealer combination with 
making his growth possible, 


THE PURINA DEALER IS A MAN 
YOU SHOULD KNOW 


Rural bankers in many other communities are 
finding their Purina Dealer a good man to 
know. He and his employees contact farmers 
day in and day out. They know when the farmer 
needs banking service, they know when the 
banker has a good risk and a bad risk. Have 
you ever discussed your services with the Purina 
Dealer? Make it a point to do it soon. Working 
together .. . Banker and Dealer .. . you can 
build your agricultural community. 


RALSTON PURINA COMPANY 
Headquarters, St. Lovis 2, Mo. 


SERRE RERERE SEE SE 2 
September, 1947 
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**You won't believe this... 


but yesterday I saw a man rowing to the Convention,”’ 


Maybe that is a fish story but with the 32nd Annual 
Convention promising to be the best ever, you’ll want to be one 


F.A.A.’r who gets to New York, sink or swim. 


The program carries a hard-work schedule with about as 
many lectures, clinics and general sessions as can be comfortably 
crammed into four enlightening days. Even so, we hazard a guess 
that Manhattan’s entertainment will play host to you and your 
wife more than once. 

So pick up a few New York stickers for your luggage and 
a lot of sound ideas for yourself. Send your convention reservations 

Preston E. Reed, Executive Vice-President, Financial Adver- 


tisers Association, 231 So. LaSalle Street, Chicago 4. 


32nd Annual F. A. A. Convention 


October 6, 7, 8, 9 The Waldorf-Astoria, New York 
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CONTINENTAL ILLINOIS 


NATIONAL BANK AND TRUST COMPANY 


OF CHICAGO 


COMMERCIAL BANKING 


CORPORATE AND PERSONAL 
TRUST SERVICES 


FOREIGN BANKING FACILITIES 


UNITED STATES GOVERNMENT 
AND MUNICIPAL SECURITIES 


SAVINGS DEPARTMENT 


Member Federal Deposit Insurance Corporation 


September, 1947 





Cul your TRANSIT EXPENSES 


with the NEW 
KEY TO NUMERICAL SYSTEM 


of the American Bankers Association 


WITH NEW CHECK ROUTING SYMBOLS 


As official numbering agent of the American 
Bankers Association, we publish each year in May 
a Key Book containing an alphabetical list of every 
bank in the United States, cross-indexed by the 
Transit number in numerical order. , 


In Transit work, instead of writing out the full 
name of a bank, use of the Transit number saves 
time, money and labor, cutting your Transit Depart- 
ment expenses to the irreducible minimum. 


This year, it is more important than ever to pro- 


vide your Transit Department with the NEW Key 
Book—because this year’s edition contains the new 
Check Routing Symbols developed by the American 
Bankers Association and the Federal Reserve Sys- 
tem. In addition, the new Key Book contains all re- 
visions and corrections in numbers and names, and 
bank changes and discontinued numbers. 

If you are using an old Key Book, it should be 
discarded. Order your copies of the new Book 
today. $3.00 a copy, postpaid, including semi- 
annual supplement issued in October. 


RAND MSNALLY & COMPANY 


OFFICIAL NUMBERING AGENT OF THE AMERICAN BANKERS ASSOCIATION 


536 S. Clark St. 


Chicago 5, Illinois 
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FIELD WAREHOUSING 


for 
Warehouse Receipt Loans 


Against Inventory 


At this time, new warehouses are being opened... right on 
the manufacturer’s, producer’s and distributor’s own prem- 
ises... for the storage of anthracite and bituminous coal, 
builders’ materials and supplies, canned goods, fur coats, 
lumber, overcoats, radios, seeds, silverware, steel, textiles, 
tobacco, wheat, woodpulp, and xmas tree ornaments. Ware- 
house Receipt Loans against these inventories enable banks 
to give maximum credit service with minimum risk. Our 
Field Warehouse Service is demonstrably the most com- 


plete and economical you can secure. 


OPERATING OFFICES 


Royal Bidg., Albany 1, Ga. + Healey Bidg., Atlanta 3, Ga. - 60 State St., Boston 9, Mass. 

Rand Bidg., Buffalo 3,N.Y. + Liberty Life Bldg., Charlotte 2,N.C. * 120 So. LaSalle St., 

Chicago 3, Ill. + Construction Bidg., Dallas 1, Texas + National Bank Bidg., Detroit, Mich. 

Lemcke Bidg., Indianapolis, Ind. + 121 W. Forsyth St., Jacksonville 2, Fla. + First Nafl. 

Bank Bidg., Memphis 3, Tenn. + 16 South Broad St., Philadelphia 2, Pa. - Keystone Bidg., 

Pittsburgh 22, Pa. + 8th & Locust Sts., St. Paul 1, Minn. * 301 Spring St., Shreveport 69, La. 
Hills Bidg., Syracuse 2, N. Y. 














New York Terminal Warehouse Company 
25 SOUTH WILLIAM ST., NEW YORK 4, N.Y. 


September, 1947 





HOW THE CHASE 
CAN BENEFIT 


Your Juter- American Business 


The Chase National Bank maintains close correspondent relationships with 
practically every important bank in the Americas. In this way the Chase makes 
banking facilities directly available in commercial centers throughout the hemi- 
sphere. Among the services which are provided to business firms are: 

Cashing of drafts under Traveler’s Letters of Credit 

Effecting Collections Making Remittances 

Opening of Commercial Letters of Credit 
Credit Information Assistance in arranging Business Connections 
Information on Exchange Conditions and Regulations 

These Chase facilities which are always at the disposal of our domestic corre- 
spondent banks provide a valuable service for their own customers. 


You are invited to send for our Folder “Import and Exchange Regulativns 
of the Principal Countries of the World.” 


THE CHASE NATIONAL BANK 
OF THE CITY OF NEW YORK 


Member Federal Deposit Insurance Corporation 


LONDON—6 Lombard Street ° 51 Berkeley Square ° Bush House, Aldwych 
Havana ° San Juan > Panama ° Colon ° Cristebal ° Balboa 
Offices of Representatives: Mexico City ° Cairo ° Bombay 
THE CHASE BANK: Paris “ Shanghai Hong Kong . Tientsin 


BANKERS MONTHLY 











4 











DESIGNED TO HELP 
BANKS MAKE MONEY 
BY 


REDUCING EXPENSES 
INCREASING INCOME 


TLANTIC CITY, 

New Jersey, na- 
tionally famous re- 
sort and convention 
site will again play 
host to thousands of 
bankers from all 
parts of the United 
States convening for 
the 73rd annual con- 
vention of the Amer- 
ican Bankers Association, Septem- 
ber 28, October 1. 


Just as in 1940 when the bankers 
last assembled at this popular sea- 
side mecca just a stone’s throw from 
New York and Philadelphia, out- 
standing speakers from the fields of 
banking, industry, education and 
government will again highlight the 
interesting three day program. 

Ideally proportioned to include 
business and recreation, the conven- 
tion will begin with the annual 
meetings of the divisions and the 
sections on Monday, September 29; 
Sunday, September 28 being given 
over to meetings of committees, 
commissions, and councils. 


Cc. W. Bailey 


Concert Sunday Evening 


There will be a reception and tea 
tendered by the New York Clear- 
ing House Association late Sunday 
afternoon, and a concert on Sun- 
day evening by The Philadelphia 
Orchestra with Eugene Ormandy 
conducting. 

The convention of the Association 
as a whole will consist cf two gen- 
eral sessions, one on Tuesday morn- 
ing, September 30, and the other on 
Wednesday morning, October 1. The 
convention will close at noon on 
Wednesday. 

Speakers at the first general ses- 
sion will be Mr. C. W. Bailey and 
Mr. W. W. Aldrich. 
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Prominent Men Will Address A. B. A. 


This year’s convention at Atlantic City, N. J., September 
28 to October 1 promises information and recreation. 





Beardsley Rumi Arthur A. Hood 


Mr. Davis and Under Secretary 
Wiggins will address the second and 
closing general session. 

Annual meetings of the National 
Bank, Savings, State Bank, and 
Trust Divisions and the State As- 
sociation Section will be held dur- 
ing Monday, September 29; the 
Savings Division, the State Bank 
Division, and the State Association 
Section in the morning; the Na- 
tional Bank Division and Trust 
Division in the afternoon. 


Savings Bank Division 


Fred F. Spellissy, executive vice 
president of the Market Street Na- 
tional Bank, Philadelphia, Pennsyl- 
vania, and president of the Divi- 
sion, Joseph Stagg Lawrence, and 
Arthur Hood will address the Sav- 
ings Division meeting. 


A. L. M. Wiggins 


EDITORIAL AND 
BUSINESS OFFICE 


536 SOUTH CLARK ST 
CHICAGO 5, ILL. 


James C. Wilson, 
president of the First 
Bank and Trust Com- 
pany, Perth Amboy, 
New Jersey, and 
president of the Divi- 
sion, Dr. Marcus 
Nadler, and H. E. 
Cook will address 
the State Bank Divi- 
sion, 

National Bank Division 


Carl K. Withers, president of the 
Lincoln National Bank, Newark, 
New Jersey, and Division president, 
Beardsley Ruml, and R. D. Mathias 
will be the National Bank Division 
speakers. 


Trust Division 


The Trust Division members will 
listen to an address by their presi- 
dent, Evans Woollen, Jr., who is 
president of the Fletcher Trust 
Company, Indianapolis, Indiana, 
and a panel discussion on “What 
the Trust Department Means to 
Our Bank.” Those participating in 
the panel will be: John M. Wallace, 
president, Walker Bank & Trust 
Company, Salt Lake City, Utah; 
John H. Evans, president, McDow- 
ell National Bank, Sharon, Pennsyl- 
vania; William L. Kleitz, president, 


eee 


The Speakers 


Winthrop W. Aldrich, chairman of the board 
of the Chase National Bank, New York, 
N. Y. 

Chester C. Davis, president of the Federal Re- 
serve Bank of St. Louis, St. Louis, Mo. 

Dr. Marcus Nadler, professor of finance, New 
York University, New York City. 

Beardsley Ruml, chairman of the board of 
R. H. Macy & Company, New York depart- 
ment store. 

A. L. M. Wiggins, under secretary of the Treas- 

ury 
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H. Earl Cook, member of the Board of Direc- 
tors of the Federal Deposit Insurance Cor- 
poration. 

Arthur A. Hood, editor of the American Lum- 
berman and Building Products Merchandiser, 
Chicago, Ill. 

Joseph Stagg Lawrence, vice president of the 
Empire Trust Company in New York City. 
R. D. Mathias, president of the Indiana Bank- 

ers Association. 

C. W. Bailey, president, American Bankers As- 

sociation. 


















Guaranty Trust Company of New 
York; Clarence R. Chaney, vice 
chairman of the board, Northwest- 
ern National Bank, Minneapolis, 
Minnesota; and John S. Alfriend, 
president, National Bank of Com- 
merce, Norfolk, Virginia. 

The State Association Section 
meeting will be an executive ses- 
sion. 


Agricultural Breakfast 


The first general session Tuesday 
morning, September 30 will be pre- 
ceded by the annual agricultural 
breakfast of the A. B. A. Agricul- 
tural Commission which will be ad- 
dressed by Dr. O. B. Jesness, chief 
of the Division of Agricultural Eco- 
nomics of the University of Minne- 
sota, and a member of the Advisory 
Council of the Agricultural Com- 
mission. 

On that evening, a program of 
songs will be given by James Mel- 
ton, famous tenor of the Metropoli- 
tan Opera Association. There will 





also be a showing of a new color 
picture entitled “The New Amer- 
ica,” which was produced by the 
editors of “Life.” The picture util- 
izes five projectors and five screens 
simultaneously. 


Entertainment For Wives 


In addition to the social events 
already mentioned, there will be a 
luncheon and fashion show tend- 
ered by the New .York Clearing 
House Association at noon on Tues- 
day for the registered wives. 

The convention will close at noon 
the following day with the election 
and installation of officers. Present 
officers of the Association are: C. W. 
Bailey, president of the First Na- 
tional Bank, Clarksville, Tennes- 
see, president; Joseph M. Dodge 
president of The Detroit Bank, De- 
troit, Michigan, vice president; and 
S. Albert Phillips, vice president of 
the First National Bank, Louisville, 
Kentucky, treasurer, 


Special Trains 

A number of special trains will 
be run to Atlantic City for the con- 
vention delegates. Atlanta will have 
a special; New York will have sev- 
eral. Chicago delegates have a 
choice of two special trains, one on 
September 27 and the other on 
September 28. The Chicago banks 
will be hosts at luncheon on both 
days to delegates traveling on these 
trains. 

The Colorado - Oklahoma - Mis- 
souri-Kansas Bankers Special will 
bring bankers from Denver, Kan- 
sas City, Oklahoma City, and St. 
Louis. The Denver Clearing House 
Association, the Kansas City Clear- 
ing House Association, and the St. 
Louis Clearing House Association 
will be dinner or breakfast hosts at 
stop-overs on September 24, 25, 
and 26. At Charlottesville, Virginia, 
delegates will have a sightseeing 
trip to the homes of Thomas Jeffer- 
son and James Monroe, and a tour 
of the campus of the University of 
Virginia. 


A. B. A. CONVENTION PROGRAM 


SUNDAY, September 28, 1947 


Registration—All Day 

10:00 A.M.—Committees, 
and Councils 

4:00 P.M.—Reception and Tea 
Lounge, Haddon Hall 
New York Clearing House Association, 
Host 

8:30 P.M.—Concert— 
The Philadelphia Orchestra 
Eugene Ormandy, Conducting 
Convention Hall 


Commissions, 


MONDAY, September 29, 1947 


10:00 A.M.—Meeting of the Savings Divi- 
sion 
Address of the President 
Fred F. Spellissy 
Executive Vice President 
Market Street National Bank 
Philadelphia, Pennsylvania 
Address—“The Revenue Side of Bank- 
ing” 
Joseph Stagg Lawrence 
Vice President and Economist 
Empire Trust Company 
New York, 


Address—“The Banker—Balance Wheel 


of Light Construction” 
Arthur A. Hood, Editor 
American Lumberman and Building 
Products Merchandiser 
Chicago, Illinois 
10:00 A.M—Meeting of the State Bank 
Division 
Address of the President 
James C. Wilson, President 
First Bank and Trust Company 
Perth Amboy, New Jersey 
Address— 
Dr. Marcus Nadler 
Professor of Finance 
New York University 
New York, N. Y 
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Address— 
H. E. Cook, Director 
Federal Deposit Insurance Corpora- 
tion 
Washington, D. C. 
2:00 P.M.—Meeting of the Trust Divi- 
sion 
Address of the President 
Evans Woollen, Jr. 
President, Fletcher Trust Company 
Indianapolis, Indiana 
Panel: “What The Trust Department 
Means To Our Bank” 
John M. Wallace, President 
Walker Bank & Trust Company, 
Salt Lake City, Utah 
John H. Evans, President 
McDowell National Bank, 
Sharon, Pennsylvania 
William L. Kleitz, President 
Guaranty Trust Company of New 
York, New York City 
Clarence R. Chaney 
Vice Chairman of the Board 
Northwestern National Bank 
Minneapolis, Minnesota 
John S. Alfriend, President 
National Bank of Commerce, Nor- 
folk, Virginia 
2:00 P.M—Meeting of the National 
Bank Division 
Greetings— 
Hon. Preston Delano 
Comptroller of the Currency 
Address of the President 
Hon. Carl K. Withers 
President, Lincoln National Bank 
Newark, New Jersey 
Address—“The Debt, The Budget and 
Taxes” 
Beardsley Ruml 
Chairman of the Board 
R. H. Macy & Company, New York, 
imp os 
Address— 
R. D. Mathias, President 


Old National Bank 
Evansville, Indiana 


TUESDAY, September 30, 1947 


8:00 A.M.—Agricultural Commission 
Breakfast Conference 
Address—“A Program for Country 
—_— in 1948” 
Dr. O. B. Jesness 
Chief of the Division of Agricultural 
Economics 
University of Minnesota 


aati GENERAL SES- 
Address of the President 
C. W. Bailey, President 
First National Bank, Clarksville, Ten- 
nessee 
Appointment of Resolutions Committee 
Address— 
Winthrop W. Aldrich 
Chairman Board of Directors 
The Chase National Bank 
New York, N. Y. 
8:30 P.M.—Recital 
James Melton, Tenor 
Metropolitan Opera Association 
New York, N. Y. 
Film—“The New America” 
Produced by the Editors of Life 


WEDNESDAY, October 1, 1947 
9:30 AAM—SECOND GENERAL SES- 
SION 


Address— 
Chester C. Davis, President 
Federal Reserve Bank of St. Louis 
St. Louis, Missouri 
Address— 
Hon. A. L. M. Wiggins 
Under Secretary of the Treasury 
Report of Resolutions Committee 
Report of Nominating Committee and 
Election of Officers 
Inauguration of Officers 
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Depreciation Allowanees Are 


The Liquid Part Of Fixed Assets 


This valuable information on the appraisal of financial statements 
of manufacturers is based upon the experience of a man who is a 
leading industrialist, a bank trustee, and a director of the Federal 


HE depreciation factor in the fi- 
‘haa statement of a manufac- 
turer often has much more signifi- 
cance than we might expect. Those 
items in the statement which lie 
“below the line” are not a group of 
frozen assets. Just as quick assets 
are an index of liquidity, so the 
factors “below the line,’ may be 
important elements in determining 
earning position of the company 
and its potentialities for continuing 
profits over the longer term. 

There are few statistical indices 
which can give a more intimate in- 
sight into the character (whether 
constructive or otherwise) of a 
manufacturer’s operating policies, 
than that provided by an analysis 
of the application of his depreci- 
ation reserves. 

Depreciation represents a write- 
down of the cost of physical assets 
such as machinery, tools, and plant 
in recognition of their decrease in 
value due to use, wear and tear, 
and obsolescence. It follows that the 
well-managed business must offset 
the write-off periodically (and un- 
der normal conditions annually) 
through the investment of at least 
an equivalent sum in renewals and 
replacements of like items, if it is 
not to suffer a gradual devenera- 
tion of its overall asset value. 

It is a basic tenet of the sound 
management policy of virtually 
every progressive and successful 
concern to spend the equivalent of 
these allowances unfailingly and 
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Reserve Bank of Boston. 


FREDERICK S. BLACKALL, JR. 


President and Treasurer, The Taft-Pierce 
Manufacturing Co., Woonsocket, R. |. 


annually, or during such other cy- 
clical period as may fit the industry, 
on replacements and renewals of its 
productive manufacturing equip- 
ment. 


These Firms Never Grow Old 


Concerns which pursue such a 
policy never grow old. Their ma- 
chinery and equipment, which are 
fundamental elements in their po- 
tential earning power, are always 
up-to-date. Their productivity re- 
mains unimpaired when new ma- 
chinery and new processes render 
their older counterparts obsolete. 

I should rate management’s at- 
titude toward equipment renewals 
and replacements as one of the 
prime factors in business success. I 
have never known an established 
business enterprise to fail which 
kept its plant and equipment up 
to the minute. The intelligent use of 
depreciation allowances constitutes 
a wholly painless method of accom- 
plishing these purposes without im- 
pairing the corporation’s current 
asset position. 

Depreciation allowances provide 
an ever-present tax-free source of 
investment capital for the purchase 
of replacements and improvements. 
Depreciation allowances are in very 





truth the liquid element in the fixed 
assets position of the industrial cor- 
poration. That is why many loan 
officers request a detail of them or 
of their disposition, or make it 
their business to acquaint them- 
selves—or to insist that their bor- 
rowers acquaint themselves—with 
the latest developments in machine 
tool practice. 

In view of the importance of 
sound equipment to corporate earn- 
ing power, loan officers have found 
it wise to keep abreast of the tre- 
mendous advances which have been 
made in metal-cutting tools during 
the past decade. An unusual oppor- 
tunity to observe these will be of- 
fered in the 1947 Machine Tool 
Show, to be held in Chicago from 
September 17 to September 26, 
inclusive. 


An Opportunity To Learn About 
New Equipment 


The unusual significance of this 
exhibit lies in the fact that, for the 
first time in 12 years, the latest and 
best of some 221 types of machine 
tools which are basic to all industry 
will be shown in operation at one 
place and at one time. Many of 
them will embody brilliant and 
revolutionary advances in design 
and performance. 

During the past few years, Amer- 
ican machine tool models, for the 
most part, were frozen in the inter- 
ests of quantity production; but be- 
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Seven Highlights In The Study Of Industrial Statements 


1. Just as quick assets are an 
index of liquidity, so the factors 
“below the line,” may be impor- 
tant elements in determining 
earning position of the company 
and its potentialities for continu- 
ing profits over the longer term. 


2. There are few statistical 
indices which can give a more 
intimate insight into the character 
(whether constructive or other- 
wise) of a manufacturer’s oper- 
ating policies, than that provided 
by an analysis of the application 
of his depreciation reserves. 


3. Depreciation represents a 
write-down of the cost of physical 
assets such as machinery, tools, 
and plant in recognition of their 
decrease in value due to use, 
wear, and obsolescence. 


4. It follows that the well-man- 
aged business must offset the 





hind the scenes, there was constant- 
ly accumulating a knowledge and 
appreciation of new developments 
and techniques which were capable 
of bringing about substantial im- 
provements in machine tool per- 
formance. 


Considerations In Granting 
Term Loans 


Consideration of the amount of 
depreciation allowances and of cor- 
porate policy in investing the funds 
provided by them becomes espe- 
cially important in passing on ap- 
plications for medium-term and 
long-term loans. 

From a short-term point of view, 
a loan officer may place major em- 
phasis on the requirements that 
current assets be maintained at a 
wholesome ratio to current liabili- 
ties. When he engages in the grant- 
ing of term loans, however, he has 
a vital interest in seeing to it be- 
yond this that the borrowing enter- 
prise pursues management policies 
which assure the maintenance, if 
not indeed the growth, of its earn- 
ing power. 

In this effort, no factor is more 
important than that of maintaining 
equipment in a competitively pro- 
ductive state. The lender of medi- 
um and long-term funds, therefore, 
assures himself that the rates of de- 
preciation taken by the borrower 
are adequate in relation to the nor- 
mal efficient life-expectancy of ma- 
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write-off periodically (and under 
normal conditions annually) 
through the investment of at 
least an equivalent sum in re- 
newals and replacements of like 
items, if it is not to suffer a grad- 
ual degeneration of its overall 
asset value. 


5. I should rate management's 
attitude toward equipment re- 
newals and replacements as one 
of the prime factors in business 
success. 


6. I have never known an es- 
tablished business enterprise to 
fail which kept its plant and 
equipment up to the minute. 


7. The intelligent use of de- 
preciation allowances constitutes 
a wholly painless method of ac- 
complishing these purposes with- 
out impairing the corporation's 
current asset position. 





chinery and tools. He insists that a 
systematic annual or other periodic 
reinvestment of an amount at least 
equal to its accumulated depreci- 
ation allowances be made in the 
latest and best types of equipment 
available. 

Indeed, in a rising market, a 
company which devotes to the pur- 
chase of new equipment only that 
amount of money which it recovers 
through depreciation, gradually 
will lose its competitive position in 
any protracted cycle of rising 
prices, since the machine which 
cost, say $5,000 fifteen years ago 
may cost $15,000 or $20,000 to re- 
place today. 


Loans Needed For 
Capital Goods 


At a high level of gross national 
production, the new money require- 
ments of industry (over the next 
several years) are estimated to be 
substantial. Given reasonable prof- 
its. a good portion of this is ex- 
pected to be financed out of earn- 
ings, and some will be provided 
through liquidation of holdings of 
Government securities. 

On the other hand, a sizable 
amount of money will be required 
through equity financing, open mar- 
ket borrowings, term loans from 
insurance companies, or banks. The 


largest part of industry’s prospec- 
tive requirements falls in the field 
of capital goods worn out or ren- 
dered obsolete by change. New 
plants, modern tools, and heavy 
equipment are most needed. ‘The 
bulk of this type of capital should 
be raised out of earnings, financed 
in the equity market or through 
borrowing on long term securities. 
Given sufficiently favorable circum- 
stances in other markets, the 
amount that corporations are likely 
to seek from the banking system, 
might well represent a minor per- 
centage of their total needs.—R. H. 
Craft. 


This Loan Officer Learned 
How To Operate An 
Automobile Business 


An Illinois banker went to De- 
troit on a pleasure trip. While he 
was there, it occurred to him that it 
might be well worth while to learn 
something about the automobile in- 
dustry. He went into the general 
office of one of the factories and 
explained that he wanted to see 
some officer who knew just exactly 
how an automobile dealer ought to 
operate for the greatest success. 

The officer to whom he talked 
told him so much about the auto- 
mobile business that he saw at once 
it was entirely possible for his local 
dealer to get all of the factory help 
he needed to insure his success. 
When he returned home, he called 
the dealer into the bank and told 
him what he had learned. 

“Yes,” said the dealer, “I know 
that help is available.” 

“Well, why don’t you do what the 
factory says you ought to do?” 

“Perhaps I should,” said the 
dealer, “but I just don’t seem to get 
around to it.” 

“Tll tell you what I’m going to 
do,” said the banker. “I’m going into 
partnership with you to the extent 
of lending you the necessary money 
to buy your cars, but with the un- 
derstanding that you get busy and 
do these things the factory tells you 
ought to be done. 

“Follow their rules about selling 
used cars. Install their system of 
bookkeeping. Do all of those things. 
I’m going to check up on you every 
few days, because now I know what 
you ought to be doing, and I’m go- 
ing to see that you do it.” 

The result was a series of very 
fine loans from an increasingly suc- 
cessful dealer. 
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Modern Lighting Improves — 


1. Customer Service y 4 Operating Accuracy 


These scenes were made in the new building of the Farmers National 
Bank, Salem, Ohio. They illustrate the splendid results which may 
be obtained by simplicity in modern lighting and decorating. 


The ceiling lighting system consists of a combination of three central coves, indirectly lighted. Trotter luminaires—a 
direct system—supply the light for the tellers’ spaces. The coves are at a 10-foot height; the ceiling proper is 12 
feet high. A solid single row of 40-watt 3500 white lamps line the perimeters of the coves. The seventeen Troffer sec- 
tions, each containing four 40-watt 4500 white fluorescent lamps, are covered by rippled glass panels. This is a good 
example of “localized” general lighting. 


cll 


Light tones are the prominent characteristic of the color The bookkeeping department is decorated like the presi- 
scheme of the pzesident’s room. Gray-blue drapes frame dent's room except for the floor, which is checkered 
the glass-block window. Walls are very light buff. The (mottled) black-and-white linoleum. The four Troffer lumi- 
ceiling is off-white and composed of acoustic tile. The floor naires are equally spaced and covered with ribbed glass 
is a medium brown. panels. 
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Specific Cases Show Advantages In 


Financing Farm Operations Direct 


This bank has eliminated .the indorsements of dealers on notes 
given for livestock or machinery. Loans for current operations are 
paid out of current income and, by specializing on financing dairy- 
ing, cattle feeding, and general farming, this bank has a whole 
community of good farmer credit risks and dealers whose credit 
rating is not impaired by secondary liability on customers’ notes. 


E are a manufacturing com- 
munity, located about thirty- 
five miles from Philadelphia in 
probably the most representative 
dairy farming section in the East. 
When I came to this bank in 
February of 1939, I was quite im- 
pressed with the favorable appear- 
ance of the large, well kept dairy 
farms here, 

The only farm loans were small 
notes discounted by a cattle dealer. 
The farmer himself very rarely 
came into the bank. The notes were 
practically all serviced by the deal- 
er and were discounted entirely on 
the strength of his endorsement. 
The bank had no credit informa- 
tion with reference to the makers. 

The total indirect liability on 
these notes was somewhat out of 
proportion with the financial state- 
ment of the cattle dealer so we 
originated a form of bailment lease 
with recourse to the dealer. Over a 
period of time the two-name notes 
were replaced by the bailment 
leases. 

This form of financing appealed 
so favorably to the farmer that the 
proportion of indirect liability rep- 
resented by the recourse clause 
presented a technical obstacle. We 
wanted the farmer to come into the 
bank for personal contact so we 
established the requirement of the 
farmer providing us with a finan- 
cial statement. 


50% Of The Farmers Had A Better 
Credit Rating Than The 
Cattle Dealer 


We were surprised to discover 
that, in more than 50% of the 
cases, the farmer enjoyed a 
stronger financial position than the 
cattle dealer. We then offered di- 
rect loans for the purchase of dairy 
cows, feeders, silos, feed, fertilizer 
and equipment. After eight years 
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By 
RAYMOND S. STEVENSON 


President, Farmers Notional Bank 
Pennsburg, Pa. 


of this procedure, most of our farm- 
ers are now providing us with an- 
nual statements and all loans are 
made directly by us on that basis. 


We give consideration to the 
current asset position and net 
worth item. With the character and 
productive ability of the farmer 
being acceptable, we will grant 
loans to a proportion equivalent to 
current assets or 50% of net worth, 
whichever is greater. 


75 Acres, A Minimum For 
A Dairy Farm 

In order to estimate repayment 
ability, we like to consider 75 acres 
as a minimum size for a dairy farm. 
With this acreage, we feel there 
should be a minimum herd of 18 to 
20 cows. Such a minimum propor- 
tion will provide the most eco- 
nomic operation due to the amount 
of natural fertilizer provided and 
sufficient acreage to raise a good 
proportion of ensilage and rough- 
age. 

Four average producing cows 
should produce a minimum of 
100 pounds of milk per day. The 
present rate received by the farmer 
for his milk is $5.22 per hundred 
pounds. This would average an ap- 
proximate monthly gross of $40.00 
per cow. The present cost of pro- 
duction per cow is running about 
40 to 50% of the income. 

In addition to this constant 
source of production, the farmer’s 
annual income is enhancéd in most 
cases by the purchase of steers for 
fattening in the Fall to be sold in 
the Spring market. The constant 
feeding of pigs produces another 
source of year-round income. 


From these factors, which are 
all indicated on the financial state- 
ment, very helpful advice can be 
given to the farmer in creating 
credit for expansion and growth 
and his notes can be serviced from 
income either on a monthly basis 
from current income or on a sea- 
sonal. basis from the sale of his 
steers and pork. 


Definite Repayment Schedules 
Are Set Up 


We require definite repayment 
schedules on all loans at the time 
they are granted. Loans for dairy 
cows, equipment and feed must be 
repaid on a monthly basis from 
current income. We make notes for 
the purpose of seed and fertilizer 
come due on a four to six months 
basis to be paid in full. This usually 
makes them mature at a time when 
the farmer has one of the addi- 
tional sources of seasonal income 
available and does not in the mean- 
time encroach upon his current 
monthly income. 


No Recourse To Farm Machinery 
Dealer 


We are not interested in finan- 
cing farm equipment with recourse 
to the dealer. In the first place, the 
credit position of our average 
farmer is greater than that of the 
average equipment dealer who 
owns very little property. In pro- 
viding the loan directly to the 
farmer without recourse to the 
dealer, he is placed in a position of 
purchasing at a better price usual- 
ly than if he had to rely upon 
financing through the dealer. We 
have found this to be true in the 
purchase of livestock as well as 
equipment. Also the credit rating 
of the dealer is not impaired by 
secondary liability. 
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ers’ notes which he discounted. 


2. It was discovered that the dealer's liability on 
these notes was far more than his net worth. 


1. This bank at one time required the local ma- 
chinery dealer or cattle dealer to indorse all farm- 


This herd and farmstead illustrates the type of farming in the vicinity of Pennsburg, Pa. 


Twelve Sentences Explain This Profitable Lending Philosophy 


3. The bank then required the farmers to come 


into the bank and make out financial statements. 


4. These statements disclosed the fact that 50% 
of the farmers had a greater net worth than the 


dealer. 


5. The bank then offered loans direct to the 


farmers. 


6. Now, all farmers provide statements and all 


loans are made direct. 





It is much easier for us to con- 
trol the extent of the farmer’s ob- 
ligations by having him finance 
with us entirely. Otherwise, we 
would set up and plan a certain 
maximum line of credit for him 
and then he might obligate him- 
self for additional heavy monthly 
payments through an equipment 
dealer and thereby impair his over- 
all repayment ability. 


More Loans For Operations—Less 
On Long Term Mortgage Security 


Neither are we interested in 
farm mortgages. We prefer the 
farmer to obtain his basic work- 
ing capital on a long term loan 
from some other source. This 
leaves the bank free to extend a 
larger line of credit for operational 
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7. The local dealers now have their full credit line 
to use for their own needs—no secondary liability. 


8. Helpful advice for expansion and growth can 
now be given to farmers because their financial 
standing is known. 


9. Loans for feed and fertilizer are paid in full in 
four to six months. 


10. Loans for machinery are made direct to the 


farmer without recourse to the dealer. 


11. Most of the time of one officer is used for per- 


sonal contact with farmer borrowers. 


purposes, in proportion to its 100% 
lending capacity. This we feel con- 
tributes more to our ability to aid 
in the farmer’s growth than if we 
tied up a large part of that credit 
in a mortgage loan and thereby 
reduced our current lending ca- 
pacity to him for the addition to 
his herd and equipment. 


In order to follow this proce- 
dure, it is quite necessary that each 
farmer be constantly considered as 
an individual case. In order to do 
this, it calls for close application 
of one officer in personally servic- 
ing and contacting each farm bor- 
rower. Under this method, loans 
are made in each case where they 
will in the best manner provide in- 
creases particularly in the current 
asset position. 


12. Loans for farm machinery increase the net 
worth of the farmer—they do not reduce it. 








Net Worth Is Increased By The 
Purchase Of Machinery 


In proper proportion, loans are 
made for other than current assets, 
such as, machinery and other 
equipment which will help to in- 
crease the farmer’s net income 
relative to the saving of labor costs 
and other problems of hired help. 
Obviously, loans for such purposes 
do not reduce the net worth of the 
farmer. To the contrary, the net 
worth item is increased in direct 
ratio to the monthly reductions 
made on loans extended for income 
producing asset purchases. 


Incidentally, we use the farmer 
financial statement form designed 
and approved by the Bank Man- 
agement Commission of the Amer- 
ican Bankers Association. This 
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form clearly sets forth the com- 
plete breakdown of all livestock 
and grain and farm products on 
hand which represents the two 
main current asset items of the 
farmer. We consider this form very 
comprehensive and, when studied 
on a regular semiannual and an- 
nual basis, indicates very clearly 
not only the proportions but the 
overall growth of the farmer’s bus- 
iness resulting from the use of the 
proceeds of the bank’s loans. 

The money obtained by the 
farmer from other sources under 
his mortgage is working for the 
benefit of the bank making opera- 
tional loans. The fixed rate of in- 
terest on the mortgage is a definite 
charge which can be calculated ac- 
curately against the gross income 
produced by those’ underlying 
funds. The balance of the income 
quite obviously works for the over- 
all benefit of the farmer in servic- 
ing his obligations. 


The Farmer's Net Worth Increases 
Rapidly Under This Plan 


Under this procedure, we have 
had many gratifying examples of 
prosperous growth among. our 
farmer customers. Following are 
three examples picked at random 
from our credit file— 

A. Started financing with us in 
March of 1945. At that time, his 
statement indicated current assets 
of $10,000 and a net worth of $12,- 
000 with bank notes of $2,100. A’s 
statement for March 1947 indicates 
current assets of $14,000 and a net 
worth of $17,000, bank notes 
$4,000 and an increase in total as- 
sets from $14,000 to $21,000. 


B. Indicated on his statement of 
March 1943 current assets of 
$8,000, a net worth of $7,000 with 
bank notes of $5,000. B’s statement 
for March 1947 showed current as- 
sets of $12,000, net worth of $20,- 
000 with bank notes of $8,000. 
Total assets increased from $12,- 
000 to $39,000. 

C. C’s statement of October 1941 
indicated current assets of $15,000 
with a net worth of $13,000 and 
bank notes of $6,000. C’s statement 
as of December 1946 indicates cur- 
rent assets of $45,000, net worth of 
$52,000 with bank notes of $14,- 
000. Total assets increased from 
$20,000 to $75,000. 

These three case histories are 
not the exception. Our farmers 


within a radius of 30 miles are 
coming in to do business with this 
bank because of the satisfaction 
they obtain in their contact with us 
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and in the eight years of this pro- 
cedure we have not had a farm 
loan in default. 

Needless to say we have not 
found government agricultural 
lending agencies to be serious com- 
petitors. 


How One Banker Found 
Several Good Auto Loans 


An Indiana banker was looking 
at a new automobile with the idea 
of buying it. In the conversation, 
after he had decided on the model 
he wanted, the dealer laughingly 
asked: “Would you like to finance 
it through a finance company?” 

“Say,” said the banker, “maybe 
you’re making fun of me, but 
whether you are or not, that gives 
me an idea. Some people who buy 
cars here have a good credit stand- 
ing at the bank or could establish a 
credit if they tried. Our bank needs 
some loans, but, of course, we want 
good ones. Is there any way that 
you and I can co-operate so that I 
could have a chance at the loans I 
want?” 

“Yes,” said the dealer, “that 
would be easy. I'll tip you off as to 
who my prospects are, and you can 
tell me what you think of them as 
bank credit risks.” 

“Capital,” said the banker, “that’s 
a capital idea.” 

“Yes, it is capital,” said the deal- 
er. “You will furnish the capital.” 

“Who are the prospects right 
now?” asked the banker. 

He went over the dealer’s list, 
and checked off several that he 
knew were good credit risks. 

“If you sell them cars, you sug- 
gest that they see me about any 
money they may need to pay for 
them,” suggested the banker. 

“T sure will,” said the dealer, 
“but can I tell them that they can 
get the money from you at a lower 
rate than from the finance com- 
pany?” 

“By all means,” said the banker. 
“Those men won’t have to pay any- 
thing above the regular loan rate. 
I don’t want you to think, however, 
that I can do that in every case. 
There might be some people to 
whom we would have to charge an 
extra fee.” 

“That’s all right,” said the dealer, 
“Tll not bother about the fees. I'll 
just learn from you which ones you 
want me to send to you, and you 
can make the deal yourself. 

“’'m not doing this entirely to 
help you,” said the dealer. “It will 
be a great help to me, because the 
people I send to you will have the 











feeling that you are at least satisfied 
with my line of cars. They know 
you drive my make. But tell me, 
what shall I do with the people who 
do not have a credit standing at the 
bank?” 

“Let’s go over this list again,” 
suggested the banker. The second 
time, he put a question mark after 
the names of several that had not 
been checked the first time over. 

“Send those people to the bank 
too, but don’t encourage them too 
much, because I don’t know wheth- 
er I can work out information 
about them that will warrant my 
recommending their loans to the di- 
rectors.” 

The result of this planning was 
that the bank secured a number of 
very fine loans that otherwise 
would have gone out of town. 


There are Ways To 
Economize In Transit Work 


A recent survey reveals that the 
greatest variations in procedures 
are found in transit work. Two 
banks the same size differ in every 
respect in the operations of this 
department. 

The difference will result from 
two primary causes. 

First, is the location of the bank 
which will determine whether it ‘is 
better to do the distribution job 
itself or whether the proximity of 
a Federal Reserve Bank or Bank- 
ers’ Bank makes it advantageous to 
let them do the bulk of the work. 

Second, the policy of the bank 
may be to stress transit service to 
attract correspondent bank ac- 
counts or business accounts. 

This is borne out in the survey 
which reflects both extremes in the 
handling of remit items. We have 
banks whose transits are completed 
in the original proof operation, and 
banks which rehandle all items in 
elaborate transit departments. 

Considerable differences in the 
utilization of the Federal Reserve 
Bank are shown. On the other hand, 
Recordak seems to be a generally 
accepted procedure. A good many 
banks continue to use manual sort 
and adding machine listings, and a 
good many are contemplating IBM 
and NCR installations. — R. M. 
Long, assistant comptroller, Valley 
National Bank, Phoenix, Arizona. 


Some bankers have discovered 
that to provide transportation at the 
right time they can ship cash letters 
by bus to nearby points which do 
not have rail schedules. 
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We've Used A Simple Schedule 


For Service Charges For Twelve Years 


Since the Country Bank Commission of the American Bankers Asso- 
ciation issued its report favoring simplified service charge schedules, 
we have learned of many schedules being simplified. Here is an ex- 
perience of a bank which has used a simple schedule for many years. 


; 


SUALLY a practice recom- 
mends itself because of one 
good reason, but we have found 
three very excellent reasons during 
the 12 years we have used a sim- 
plified service charge schedule. 

First, the public relations difficul- 
ties encountered by banks using 
long analysis schedules are com- 
pletely non-existent. 

Second, we have a comparatively 
small job in computing our charges 
and thus do not have to meet a 
month-end work load. 

Third, we automatically increased 
our profits from service charges 
without causing our customers un- 
due expense. 

When we adopted our schedule 
12 years ago, we did not want to 
make one which would create in- 
equalities between our various 
types of customers. Obviously, it 
cost us just as much to handle a 
check drawn on one account as on 
another. We also were convinced 
that the size of the check drawn 
did not cause any variation in the 


By JESSE E. SPIELMAN 


Cashier, Stockmen’s Bank 
Gillette, Wyoming 


amount of physical work required 
to handle it. The schedule which 
was adopted is as follows: 

1. Two cents for each check 
drawn on this bank. 


2. Five cents for any item drawn 
on banks outside this town. 


The two-cent charge is applied 
to all depositors, including public 
funds, regardless of the size of the 
deposit. 

The five-cent charge is applied to 
every check drawn on points out- 
side our town regardless of the in- 
dorser or the size of the item. 

Our service charge system has 
never been adversely criticized by 
our customers during these 12 years. 
In fact, many of our depositors who 
have had accounts in other places 
where analysis of accounts and 
charges for minimum balances have 
been made, have complimented us 


_necessary. Everyone knows 


for using the simplified system. 
They have no difficulty in under- 
standing the charges which are 
made and we have no difficulty in 
explaining why ‘our charges are 
that 
service costs money and we are all 
willing to pay a reasonable amount 
in order to benefit from a service 
we need. 

In handling outside items, the 
charge is collected at the time the 
check is brought into the bank. If 
an outside item is cashed at the 
window, the five cents is deducted 
and left in the till. 

When outside items are deposited, 
the five-cent-per-item charge is 
deducted from the deposit slip. In 
balancing at the end of the day’s 
business, we have only to count the 
transit items and compute them at 
five cents each and we have the 
day’s service charge on outside 
items collected and entered. 

Our machine operators take out 
the two-cent charge on items drawn 


SRO GEMS Bayh, 


GILLETTE, WYOMING 


THR NEWS-RECORD, GILLETTE. WY. 
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JOHN DOE 
GILLETTE, WYOMING. 
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The Simple Schedule 


Two cents per check “on us.” 
Five cents per check on other 
banks cashed or in deposits. 
—And that’s all! 





against our bank as an extra charge 
at the time the check is posted 
against the account and in that way, 
as soon as the posting has been 
completed, the service charges are 
all out of the account. The custom- 
ers are in the habit of taking care 
of the two-cent charge each time 
they subtract a check from their 
stubs, and, in this way, they are 
always in tune with the bank totals. 

We use the third check column 
on the customer’s statements for 
this service charge and a separate 
accumulator on our bookkeeping 
machines gives us the total of this 
charge at the end of the day’s post- 
ing. 

This simplified system complete- 
ly does away with the pyramiding 
of work involved in collecting and 
proving service charges at the 
month’s end. Each day’s work is 
handled as a separate operation and, 
using our own experience as a cri- 
terion, the time involved in collect- 
ing the charges is very small. 

The customers know exactly what 
their charges are without our telling 
them and they can easily compute 
the charges we make against their 
accounts. They appreciate the fair- 
ness of the fact that all our custom- 
ers pay exactly the same amount 
for the service we render. 

Discussions of our charges are 
very easily handled since there are 
only two elements involved. Both 
of these elements, the fee of two 
cents per item drawn on us and the 
five cents per item drawn on out- 
side points, are readily understood 
and easily explained to new cus- 





Four Benefits From 
A Simple Schedule 


1. We have no difficulty ex- 


plaining our simple charges to 


customers. 


2. We have no complaints 
against our charges. 


3. We have a very small job 
computing charges daily, so 
there is no month-end work. 


4. Service charge income was 
increased without causing undue 
expense. 
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tomers. We simply tell them that 
they can control the cost by con- 
trolling the activity of the account. 

Our checking account service is 
open to every person who wishes to 
make use of it and each depositor 
merely pays for the service he gets. 

When we installed the system, 
we decided on the amount of rev- 
enue that we needed from service 
charges for profitable operation 
and then developed the charge sys- 
tem on that basis. Our income from 
the present schedule is adequate, 
but if conditions should change, it 
would be a simple matter for us to 
increase the rate and thus continue 
at a profitable figure. 

We find that our income from 
service charges compares very fa- 
vorably with banks which are going 
through all the trouble of making 
long analyses at the end of each 
month and we do know that our 
work is far less. 


Doors that lock securely plus 
proper issuance of keys provides 
excellent bank entrance control. 


Other States Need 
“Delayed Returns” Law 


One of the biggest strides toward 
time saving in the bookkeeping 
department is afforded by “delayed 
posting.” This is in great contrast 
to the more common practice of 
“dribble posting” at various inter- 
vals during the day as cash letters, 
local clearings, and counter items 
are received by the bookkeeper. By 
accumulating and sorting items 
throughout the day, preparatory to 
a single-machine run of posting 
on the following morning, many 
bookkeeper hours are spared. 

Many states now have a “De- 
layed Returns” law, which extends 
the permissible time for returning 
dishonored items. This makes de- 
layed posting entirely practical and 
minimizes the risk due to the posi- 
tiveness afforded by actual ma- 
chine posting. before the “return” 
hour, and in contrast to items re- 
turned solely on the basis of sight 
posting. 

Wisconsin permits the return of 
items as late as the close of the 
next business day following their 
presentation. While this was orig- 
inally adopted as a war-time meas- 
ure, the 1945 legislature. extended 
it. If your state does not have such 
a law, you might be instrumental 
in securing one through the proper 
legislative channels.—O. B. Lovell, 
comptroller, The First National 
Bank, Madison, Wis. 


Farm Equipment Financing 
Is “Productive” Credit 


The demand for new types of 
farm machines, and the increased 
demand for all types for replace- 
ment together with the further 
mechanization of the farm, has 
placed new responsibilities on the 
farm equipment industry. 

We are meeting this with a 
planned expansion which will re- 
quire a capital expenditure of $150,- 
000,000. This will provide us with a 
new plant at Memphis to manufac- 
ture the cotton picker and other 
machines peculiar to the South; a 
new tractor plant at Louisville to 
produce small tractors; a new plant 
at Melrose Park, a suburb of Chi- 
cago, to produce crawler tractors 
and power units; a new plant at 
Evansville to produce refrigeration. 
In addition, we are making many 
improvements in and expanding our 
existing plants. I think this is evi- 
dence of our confidence in Ameri- 
can agriculture and will also indi- 
cate the opportunity which will be 
presented to banks to provide pro- 
ductive credit. 

There is a tendency to classify all 
types of installment financing as 
“consumer credit.” Farm equipment 
financing should, in my opinion, be 
classed as “productive credit.” Farm 
equipment manufacturers do not 
sell a single luxury item. Farm ma- 
chines are not bought for pleasure 
or display. The farmer buys ma- 
chinery solely for the purpose of 
lightening his labor, increasing the 
quantity and improving the quality 
of his product. He must believe that 
the machine will return him a profit 
or he will not buy. The farm ma- 
chine is paid for by the fruits of its 
own work. I can think of no greater 
service that the local banker can 
perform than to assist farmer cus- 
tomers to obtain the equipment 
which will make them better farm- 
ers.—J. L. McCaffrey, president, In- 
ternational Harvester Co., Chicago, 
Ill. 


In connection with any outside 
educational program, the bank 
should give some consideration to 
the possibility of financing at least 
part of the tuition charges of stu- 
dents satisfactorily completing such 
course. Experience has shown that 
this policy has greatly encouraged 
employees to undertake additional 
courses of study, with resulting 
benefits to the bank.—H. E. Ran- 
dall, vice president, The First Na- 
tional Bank, Boston, Mass. 
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If you want... 


timely assistance on your investment portfolio 


prompt information on credits, foreign trade, 
bank operations, or other banking and trust 


problems 


diligent attention to all the daily services re- 


quired of a New York correspondent 


personal cooperation whenever an out-of-the- 


ordinary situation arises 


...call on Central Hanover! 


CENTRAL HANOVER 


BANK AND TRUST COMPANY 
NEW YORK 


Member Federal Deposit Insurance Corporation 


September, 1947 





This Bank Is Trying 


To Improve Customer’s Checks 


Each check has an unnecessary line of type, the transit numbers are 
too small, the checks are over-size. One printer refused to make the 
changes, so another printer was found who would co-operate. 


N August 1946, we published an 
article by Laurence K. Arthur, 
assistant vice president, Federal 
Reserve Bank, St. Louis, Mo., on 
the importance of having checks 
properly arranged. As a result of 
that article, W. H. Marshall, assist- 
ant cashier of the Citizens Bank of 
Michigan City, Indiana, wrote to 
Mr. Arthur as follows: 

“Having read your article in the 
Bankers Monthly of August, 1946, 
regarding uniformity in check de- 
sign, I am enclosing 2 checks which, 
with our customers’ permission, we 
have rearranged to have the A.B.A. 
and sort number in the upper right 
hand corner, the name of our bank, 
amount of check and the firm name 
with space for the number of sig- 
natures that are required all on 
the right-hand side, leaving the 
left side of the check for check 
number and date. 

“Before making any further 
changes in our checks we would be 
pleased to hear from you regarding 
the two sample checks, and whether 
the Federal Reserve Bank would 
approve same. We had a printer tell 
us the other day that he couldn’t 
print the A.B.A. and sort number 
in the place where it should be, and 
that it would be hard for them to 
number the checks, so we are send- 
ing our orders to the one that can 
do it and is willing to co-operate 
with us. 

“On the school check, the A.B.A. 
and sort number will be placed 
above the bank name in the right 
place.” 

Mr. Arthur’s reply contains some 
valuable information, which will 
be helpful to all of our other read- 
ers and, in order that these sugges- 
tions may be understood, we re- 
produce, herewith, the two checks 
involved. 

“Thank you very much for the 
opportunity you give me in your 
letter of February 15, to look over 
a couple of checks of your custom- 
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By W. H. MARSHALL 


Assistant Cashier, Citizens Bank of 
Michigan City, Ind. 


and 
LAURENCE K. ARTHUR 


Assistant Vice President, Federal Reserve Bank 
St. Louis, Mo. ; 
ers. Let me say, however, that the 
Federal Reserve banks do not ap- 
prove checks but we are always 
glad to be helpful whenever we 
can. 


“Both of these checks might be 
reduced to the standard size sug- 
gested by the A.B.A. in its Publica- 
tion 103—814 x 3-1/16 (the checks 
are 8% x 3%). 

“The type used for the routing 
symbol might well be larger for 
quick and accurate reading. The 
symbol is designed to increase 
sorting speed and this can only be 
done when the figure can be read 
quickly and accurately. 


SUGGESTIONS FOR IMPROVING THESE CHECKS 


1. The size should be reduced from 84 by 3% inches to 8% by 3-1/16 to make 
them conform to the A.B.A. recommendations. 


2. The type used for the transit number and routing symbol should be larger 


for quick and accurate reading. 


3. On the Bodine check, the bank name should be moved to the top line and 
the check number put on the same line with the date. 

4. The phrase “Collectible at par through the Federal Reserve Bank of Chicago” 
no longer serves a useful purpose because the routing symbol (712) conveys all 


this information. 


5. The name “New Buffalo Consolidated School” is not needed at the top of 
the check, because it is printed above the signature line where it serves the purpose 
of giving the sorter or bookkeeper the account name in print. 


6. The bank name should then be put at the top in larger type. 
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“On the Bodine check, the name 
of the Citizens Bank could be 
moved up on the top line and the | 
check number put on the same line 

with the date. The number being | 
printed in red is not likely to be 
confused with the amount. 

“The phrase ‘collectible at par 
through the Federal Reserve Bank 
of Chicago 2-30’ no longer serves 
a useful purpose because this in- 
formation is conveyed by the rout- 
ing symbol. 

“Since the name ‘New Buffalo 
Consolidated School’ is shown just 
above the signature line, it might 
be possible to eliminate it from the 
top of the check and put the bank 
name there in larger type. 

“T hope you will find these sug- 
gestions—and they are only sug- 
gestions—helpful in your program 
of standardizing checks drawn on 
your bank. It is good to note from 
the last sentence in your letter that 
you found a printer who will co- 
operate with you.” 


Bank Frauds 


By Lester A. Pratt, published by 
The Ronald Press Company, New . it’s FAST. . 
York City, price $4.00. 

This compilation of cases of 
frauds against banks is particularly 
interesting because of the fact that . It's DOUBLE-PURPOSE— an ENDORSING ma- 
it cites cases and tells of techniques chine and a CANCELLING machine. Printing 


of fraud and its detection in the head cylinders are easily interchangeable for each 
various departments of the banks. desired operation. 


i oe oe ee ee . W's VERSATILE . . . can be used in conjunction 
these frauds and emphasizes not with listing or posting machines, or in combina- 
only such occurrences in large tion with check microfilming. One girl can per- 
banks but also in small institutions. form three different operations at one time! 







































- easily handles from 165 to 225 
checks a minute . . . yet printing is always clear 
. always uniform. 


PE see ‘'g Ga ee oe. Those are three big features for any office handling checks. 
quently,” “Fraud In The Paying In addition, Endorsograph Positions endorsements any- 
And Receiving Teller Cages,” where on the check, eliminating overprinting and oblitera- 
“Loans And Discount Department,” tion. Let Endorsograph cut your check-handling costs. Call 
“Security Transactions,” ‘“Book- your CC specialist for a demonstration TODAY! 


keeping Department,” ‘“Commer- 
cial And Savings Transactions,” 
“Transit Department,” “Domestic formation concerning the many exclusive 
And Foreign Exchange,” ‘“Collec- advantages of the Endorsograph, write for 
tion Department,” “Safe Deposit Endorsograph folder. Address Dept. BM-97. 
And Safekeeping,” “Real Estate 
Transactions,” “Trust Department.”’ 


I ld th t b k . " ‘ol vic ices in Princi iti 
ctaeuties shine tah ex te te MMERCLA] =———_cchllialaellaaaaia 


order to do a better job of manag- _ . ENDORSOGRAPH DIVISION | 

ing his institution, so that tempta- Q) N | R ( ) | ‘ nee ir— at AR ANIA 

tion will not be placed in the way (ar) 24 a1 0) cane hel Rochester 2, New York 

of any employee. Commercial Controls Canada Ltd., Toronto 1, Ontario 
* REG. U.S, PAT. OFF. 


SEND FOR THIS FOLDER — For further in- 


A Cleveland bank follows the | 
practice of putting cancelled signa- 
ture cards into a separate file as 
soon as the account is closed. 
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Good Farm Credit Files Show 
More Than Assets And Liahilities 


Farmers often need larger loans than they ask for. A good credit 
file reveals the real needs. With the right information, a loan officer 
can help a farmer plan to increase his year’s income. 


GOOD credit file gives you 

more than dollars and cents 
information. A farmer may ask to 
borrow $500. If you go over his 
plans with him, as many bankers 
are now doing, you may find that 
he will need to borrow $1,200 to 
get through the season. A_ good 
credit file should reveal that. 

The part of the file that gives you 
this information also tells you what 
sort of farmer your friend is. He is 
using fertilizer. His budget shows 
that. The file tells something about 
his crop ability and his operating 
program. 

The budget figures show that he 
uses adequate amounts of commer- 
cial feeds. 

A credit file that shows the acre- 
age of the various crops which he 
will raise this year tells you if he 
is planning high-profit crops or if 
he is drifting along following old- 
time habits. 

In all credit files there should be 
a current financial statement on 
any form that seems to give you the 
information needed to make it a 
clear and complete picture of the 
borrower and his situation. 

Some banks which do not have a 
comparative statement say _ that 
they do not want any extra work. 
From six years’ experience, we find 
that it takes about ten minutes a 
year per customer to keep up the 
comparative statement and it gives 
us, and our customer too, a better 
idea as to the progress a borrower 
is making. 

There is no use kidding our- 
selves; a comment or history sheet 
is the hardest thing to get done. In 
one bank, the girl who posts the 
notes, posts the history sheet. The 
bank examiner told me that when 
he examines this bank, he gets all 
the information he needs from the 
credit files and almost never has to 
ask the bank officer to go over the 
lines of credit to make explana- 
tions. 

If a loan is made for farm oper- 
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By WARREN GARST 


Cashier, Home State Bank 
Jefferson, lowa 


ations, the question comes up at 
once: “Will the farmer be able to 
get by on the amount he asks for?” 


If the first loan is close.to the 
place where you think you should 
stop loaning, you may be asked for 
an additional loan later or the 
farmer may have to sell part of 
your security to operate on or else 
cut short on farm operations when 
he should carry-on to make his 
present loan a good one. From ex- 
perience, many bankers tell me 
that many farmers do not know 
themselves how much cash they 
will need and often ask for too 
small a loan. 


Many of my banker friends have 
some plan by which they sit down 
with their farm customer at the 
start of the farming season and fig- 
ure out what he needs. There are 





What A Good Credit File 
Shows In Addition To 
Assets And Liabilities 


1. Approximate need for oper- 
ating loans. 


2. The success of previous 
years’ operations. 


3. A budget of the year’s ex- 
pense. 


4. Crop and livestock plans for 
the current year. 


5. Current financial statement. 


6. Comparative statement 
which shows the borrower's suc- 
cess over a period of years. 


7. Comments and history sheet 
of previous loans and prompt- 
ness of payment. 


different ways to do this—figures 
for the season, by quarters, or by 
months. No matter which way you 
do it, be prepared for some inter- 
esting results. 

Farmers can give you quite ac- 
curate figures on their need for 
hired help, for seed, and the like; 
but when you add them all up it 
is interesting to see how often they 
think the total amount is too much. 
We have found that more and 
more, farmers are in need of a 


credit pattern fitted to the seasonal 
aspects of their business. 


A Foundry Provided A New 
Loan For A California Bank 


While attending a state bankers 
convention in a nearby city, a Cali- 
fornia banker went, with some of 
the other bankers, to visit a local 
factory. They were taken through 
the foundry of this factory, and the 
latest type of foundry machinery 
was pointed out, together with its 
advantages. When the banker re- 
turned, he happened one day to re- 
call this visit, while he was talking 
with a local foundry owner. 


“By the way,” he said, “I saw 
some of the latest foundry machin- 
ery on my trip to the city when I 
attended the state bankers conven- 
tion. Do you know about the latest 
equipment?” 

“Yes, Ido,” said the foundry own- 
er. “I could save myself a lot of 
money if I had the latest equipment, 
but I haven’t the capital to put it 
ig 

“Let me figure with you on this 
proposition,” suggested the banker. 

After checking up on the orders 
in hand, the cost of production, and 
available profits, the banker saw 
that the foundry owner could soon 
make enough profit to repay a loan 
that would be necessary to buy the 
equipment. The result of this figur- 
ing was that the bank had a new 
loan which proved to be self-liqui- 
dating. 
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WASHINGTONS HEADQUARTERS 
IN THE 
“MILITARY CAPITAL” 


“T"IGHTEEN belonging to my family 

and all Mrs. Ford’s are crowded 
together in her kitchen and scarce one of 
them able to speak for the colds they have 
caught.” Thus General Washington wrote 
to Nathanael Greene of his 
headquarters in the Ford Man- 
sion during the winter of 1779- 
80, described by some as the 
coldest of the century. 

Widow of a wealthy powder- 
maker, Mrs. Theodosia Ford 
offered Washington her home 
when he sought an official head- 
quarters in Morristown, New 
Jersey, at that time the “mili- 
tary capital of - the United 
States.” Only two rooms were 
retained for her four children 
and herself, all the others being 
turned over to General and 
Mrs. Washington and his “family”, as he 
liked to refer to his personal staff. One of 
his aides billeted there was Alexander 
Hamilton, then courting Betsy Schuyler. In 


this home many important men of the day 
convened with the Commander-in-Chief. 


The house gives an authentic picture of Colonial life 


September, 1947 


MANSION 


The Historical Museum behind the mansion displays a diorama with three-dimensional models 
depicting Lafayette arriving with news of French aid for the American cause 


Washington made the Ford house his 
headquarters for over six months. There is 
evidence that Martha in particular enjoyed 
her stay there in spite of the discomforts 
and ever-present danger. As for Mrs. Ford, 
the patriotic widow no doubt felt privileged 
to share her home with the Commander-in- 
Chief and was amply recompensed by the 
great man’s kindness. Every morning on his 
way downstairs to breakfast he used to stop 
and inquire about her son Timothy who 
was ill for many months. 
With the coming of spring, 
conditions improved and 
the household was further 
cheered by the arrival of 
Lafayette with his joyous 


news of French assistance. FIRE « 


AUTOMOBILE e 
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Winter encampment at nearby Jockey Hol- 
low made this home a logical headquarters. 


Colonel Jacob Ford erected 
the house about 1774 and in 
1776, with the aid of a loan from 
the Provincial Congress, built a 
powdermill not far away which 
turned out “good powder and in 
useful quantities.” Not long 
after it was put in operation, 
however, having caught “mortal 
cold” on military duty, Colonel Ford fell 
from his horse while on parade and died of 
pneumonia a few days later. 

The Ford home is now part of the 
Morristown National Historical Park ad- 
ministered by the National Park Service 
of the U. S. Department of the Interior. 

The Home, through its agents and brok- 
ers, is America’s leading insurance protector 


of American Homes and the Homes of 
American Industry. 


* THE HOME « 
SPrrsurance 


Company 


NEW YORK 
MARINE 








A picture of progress... 


Aighlights in the development of Recordak microfilming 


— the bank-born photographic method 


that 1s revol utionzng record-keeping procedures 


m banks, retail stores, railroading, 


and many another field 


) : i 
19 2D Sy —this was the year Recordak was“born” 


... the year the first automatic microfilming equip- 
ment was installed in a bank. It was also the year 
Recordak made its bow as a bank systems specialist: 
the Recordak Transit System which it introduced 
at that time, is today used in most of the country’s 
leading banks. 





193] year of more great systems triumphs 
for Recordak . . . one in banking, one in retailing. 
Its unique Recordak Single Posting System was in- 
stalled in the nation’s largest bank bookkeeping 
department. Its now widely used Recordak Sales- 
check Billing System—based on the Single Posting 
System—went into its first department store. 











Crs 

Q' 18) —this was the year Recordak introduced 
its Reversing Recordak machine to the banking 
world. A major development in the photographic 
banking machine field, this new Reversing Recordak 
machine enable banks for the first time to photo- 
graph the front and reverse sides of checks and 
other documents . . . automatically. 


] Q4 9 Recordak went to war... it provided 
the photographic equipment that made possible 
both the British ““Airgraph” System and the Amer- 
ican “V-mail” System. It also provided a major 
part of the microfilming equipment that Govern- 
ment, the armed forces, and industry used to safe- 
guard vital records from bombing and sabotage. 


a 
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1938 —This was the year Recordak came 
out with its Junior model—the model that permits 
even the smaller banks to take full advantage of 
photographic methods: 700 were installed in seven 
months. It was also the year Recordak introduced 
hospitals to the benefits of handling case history 
records photographically. 


ww 
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194 / Recordak begins its 20th year. Ac- 
knowledged leader in the field of photographic 
banking systems, Recordak today has its equipment 
... Its systems ... in approximately 900 of the 
1000 largest banks in the country. Is confident of 
even greater acceptance when its latest and greatest 
research developments are released. 


RECORDAK CORPORATION .- (Subsidiary of Eastman Kodak Company) + 350 Madison Avenue, New York 17, N.Y. 


=RECORDEK 


(Subsidiary of Eastman Kodak Company) 


originator of modern microfilming— 
and its application to banking systems 





We Charge Fifty Cents Per Month 
For Stop Payments 


We find that customers do not 
enter stop payment orders unless 
they feel they are necessary. We 
also find that many customers do 
not like to be questioned too close- 
ly about the reasons for their stop 
payment requests. 

We do not know of any effective 
short-cut to reduce the work in 
handling stop payments. The or- 
ders are taken on a special form 


which is filed in a master binder. 
From this record, warning signals 
are prepared and placed on the 
customer’s ledger sheet and state- 
ment sheet. As we use the dual 
posting method of bookkeeping, we 
have double protection against er- 
roneous payments. Warnings are 
also typed on narrow strips and 
placed in Kardex frames in the 
tellers’ cages. 


SITUATION WANTED 


CONSUMER CREDIT EXPERT 
—pbacked by bank with 34 years’ 


experience in cons. cred. field. Can 
increase profits and decrease losses 


in your instalment dept. Available 





anytime for consultation on policies, 


procedures, forms, publicity. Will 


work for any correspondent of 





Industrial Bank 


NINTH AND AND . WASHINGTON = 


TON - ST. r. LOUIS (1) MO. 


Customers are requested to noti- 
fy us promptly in case the order 
is to be released. A service charge 
of 50 cents per month is made on 
all stop payment orders. We be- 
lieve this charge is effective in re- 
moving orders promptly; however, 
we think the following practice is 
the most effective way of eliminat- 
ing the orders from our records: 

It is our policy to return all 
checks over 90 days old for the 
reason “Stale date.” By following 
this practice, it is not necessary to 
maintain ledger, statement, and 
teller signals for a period longer 
than 90 days. If it is felt that a 
check over 90 days old should not 
be returned for the reason of 
stale date, reference to the master 
binder will quickly indicate 
whether or not a stop payment 
order was ever in effect.—F. C. 
Schlorff, vice president and cash- 
ier, Wabeek State Bank of Detroit, 
Detroit 2, Michigan. 


America’s Needs And 
Resources 


By J. Frederic Dewhurst, and 
Associates, published by the Twen- 
tieth Century Fund, 330 West 42nd 
St., New York 18, N. Y., price, $5.00, 
812 pages, cloth. 

This tremendous book is inter- 
esting and valuable not only as a 
study, but in addition serves as a 
ready reference tool in that it 
contains countless tables and ap- 
pendixes on most of America’s busi- 
ness activities. Tables show pro- 
duction, consumption and many 
other interesting facts. 

Some of the findings are repre- 
sented by the following para- 
graphs: 

“America’s sensational achieve- 
ments of the past are measured by 
figures which show that the net 
output of our economy was 27 times 
larger in 1944 than in 1850, turned 
out by a labor force only 81% times 
greater and working only 47 hours 
a week instead of 70. Our total 
national income (or net output of 
all goods and services) produced in 
1944 was $161 billion as against $6 
billion for 1850 in terms of 1944 
prices, 

“Gross national product, or the 
total of all goods and services pro- 
duced in this country, can well 
reach $177 billion in 1950 and $202 
billion in 1960, if we operate our 
economic system at levels as high 
as we attained during the last half 
of the 1920’s. 
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“The 1960 figure is higher than | 
our wartime peak output of $200 | 
billion in 1944, and indicates that | 
we are easily capable of a national | 
output in 1960 that is nearly three- | 
fifths higher than our last prewar | 
year, 1940; and 88 per cent higher 
than our “boom” year of 1929. All | 
figures are in terms of 1944 prices. | 


“Output per man-hour of work, 
due largely to the tremendous 
amounts of machinery and me- 
chanical power with which Amer- 
ica backs up its workers, may well 


increase by 18 per cent or more | 


during the decade of 1950 to 1960. 
This figure represents the average 
increase of all the decades between 
1850 and 1940. Today, when an 
American works one hour he pro- 
duces more than a worker any- 
where else on earth or at any other 
time in history.” 


Knudsen Biography 


By Norman Beasley, published 
by Whittlesey House, New York 18, 
N. Y., price $3.75. 

This is not only the biography 
of a great industrialist but it is 
also the history of American in- 
dustry during a 47-year period. 
Wilhelm P. Knudsen became as- 
sociated with Henry Ford of De- 
troit 47 years ago, learning about 
American production methods and 
applying his own ideas to the prob- 
lems he encountered. He moved on 
to the Chevrolet division of Gener- 
al Motors and later was made 
president of General Motors. Out 
of his flair for innovation and sim- 
plification came contributions to the 
automotive industry and to mass 
production that few have equaled. 


Forty years after his arrival in | 


America, he was summoned to 
Washington by the President to 


serve on the Advisory Committee | 


of the Council of National Defense. 
Later he was named Director Gen- 
eral of the Office of Production 
Management. 
Denmark pinned the Grand Cross 
of Dannebrog, Denmark’s greatest 
honor, on Lieutenant General 
Knudsen, of 
United States, in appreciation of 
the part he had played in helping 
crush the forces that had threat- 
ened his adopted and native lands. 


In arriving at a fairly successful 
system of running audits, it is pos- 
sible to offset the work of each in- 
dividual by a control thru another 
individual, 
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King Christian of | 


the Army of the | 





And the “same time” is a lot 


less time than a girl takes to seal 
and stamp a letter... because no girl 
works as fast as a postage meter! 
The postage meter prints any 
kind of stamp required for any 
kind of mail or parcel post... 
prints a postmark, which helps the 
letter get through the postoffice 
faster... prints your advertisement 
on the envelope, too, if you like 
...and seals the flap at the same 
time—all in the turn of a die! The 




































































































































meter holds as much postage as you 
want to put in, protects the postage 
from loss or office wolves...does 
its own accounting automatically ... 
banishes the old-fashioned adhesive 
stamp and stamp-sticking . . . usually 
saves postage as well as time, in the 
little bank as well as the big one! 
Like to know more about the 
Pitney-Bowes postage meter? Call 
the nearest PB office right away 
—or write for a little 
illustrated booklet...’ 


Pitney-Bowes, INc., 3811 Pacific St., Stamford, Conn, 
Originators of Metered Mail. Largest makers of postage meters 
Offices in 59 principal csties in the United States and Canada 











Six Banking Days For Customers 
But Only Five For Employees 
—And No More Help Is Needed 


Here is a bank that found a practical way to give its employees a 
five-day week without inconveniencing customers by closing the 
bank on Saturday—and without hiring additional help. The tech- 
nique will be suggestive to those bankers who have been wondering 
how they could serve customers well if they give employees a Satur- 
day holiday. This bank is open until three every Saturday. 


OR several months, we have 

been letting each employee 
have an extra day off each week. 

An employee does not have the 
same day off every week, for the 
bank keeps open Saturday until 
three. The day each employee is to 
have off is determined by the head 
of his division. He decides accord- 
ing to the work. The aim is to let 
each one know as far ahead as 
possible. 

The effort also is to give each 
one an opportunity to frequently 
have either a Saturday or a Mon- 
day off, thus permitting a long 
weekend for each worker at some 
time during the season. This al- 
lows for out-of-town visits when 
desired. 

When one employee is taking his 
extra day off, the other employees 
in the same department divide up 
the work of the absent employee, 
except for those duties which can 
be performed by the absent em- 
ployee when he returns. This ap- 
plies in the bookkeeping depart- 
ment and in the transit depart- 
ment and in some of the other de- 
partments. 


However, the manager of the 
savings department finds it wise to 
limit his employees to Tuesdays, 
Wednesdays, Thursdays and Fri- 
days as extra holidays, for his vol- 
ume of work is the heaviest on Sat- 
urdays and Mondays. His employ- 
ees, therefore, do not get two-day 
weekends. 

All of this has been done with- 
out increasing the cost. In other 
words, the same employees who 
did the work before this extra day 
was allowed, still keep up to date, 
because of the benefit derived from 
this extra leisure. 
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By LOUIS A. BOWMAN 


Assistant Trust Officer, Central National 
Bank In Chicago 


All employees put in slightly 
longer days by coming to work at 
8:45 instead of 9:00 and taking 45 
minutes for lunch instead of one 
hour. This gives 30 minutes more 
time for work each day. Thus, each 
employee puts in only four and 
one-half hours less in a week than 
formerly, but each has two days 
off instead of one. 

After several months of opera- 
tion on the new plan, it is natural 
to inquire as to how it is work- 
ing, and whether beneficial results 
are apparent. The answer definite- 
ly is, the plan is working finely 


How The Plan Works 


1, Employees come to work 15 
minutes earlier five days a week 
and take 15 minutes less for 
lunch. 


2. The extra day each is to 
have off is determined by the 
head of the department. 


3. In the savings department, 
Saturdays and Mondays are the 
heaviest days, so extra days off 
are confined to Tuesdays, 
Wednesdays, Thursdays and 
Fridays. 


4. In all other departments, 
Saturdays or Mondays are given 
as often as possible so that each 
employee has a two-day rest at 
frequent intervals. 


and its good results are apparent 
in all departments. 

In search of facts, regarding its 
practical values, interviews have 
been held with employees or offi- 
cers in each department, asking 
questions on the following points: 

1. How is the newly acquired 
leisure time being utilized? 

2. Do you believe that the plan 
enables you to accomplish as much 
in five days as you did in six? 

3. Has it increased your spirit of 
loyaity to the bank? 

4. Has it affected the bank’s 
turnover? 


5. Has it broadened your ex- 
perience and equipment? 


Noting briefly the replies to these 
five queries in the same order, we 
find as follows: 


1. The men employees indicated 
that they derive satisfaction chief- 
ly in having this time for doing 
needed things about apartment, 
house, or garden, as well as having 
more time with their families, and 
for pleasurable recreational events. 

The answers by women indicate 
as follows: 


High appreciation for having 
time to attend to necessary shop- 
ping and to do it less hurriedly 
and more satisfactorily. 

One group indicated using the 
day largely for rest needed to en- 
able the daily work to be well 
cared for. 

Another group of women (mar- 
ried ones and single as well) who 
have the dual task of breadwinner 
and homemaker, find the plan es- 
pecially helpful and satisfying to 
them. 

Some have utilized the day off 
by enrolling in special educational 
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ACCESS TO THE MARKETS OF THE WORLD 


..- through National City Service 


to Correspondents 


Ix addition to well established correspondent relationships 


with important banks throughout the world, National 
City Bank offers quick access to world markets through 
46 overseas branches of its own— more overseas branches 


than those of all other American banks together. 


National City’s officers are always available and ready 
to discuss specialized facilities and how they may best aid 
you in profitably developing customer relationships. Con- 
sult or write these officers at Head Office concerning 
problems relative to bond portfolios, efficient and prompt 
handling of collections, foreign department facilities and 


credit requirements, domestic or foreign. 


Write for color-illustrated booklet describing 


our overseas banking service 


THE NATIONAL CITY BANK OF NEW YORK 
1812 — 135th Anniversary — 1947 


Head Office: 55 Wall Street 66 Branches in Greater New York 


Member Federal Deposit Insurance Corporation 


September, 1947 





classes to better equip them for 
efficient service in daily duties. 

One girl stated that the new 
plan was a decisive factor in her 
acceptance of the invitation to join 
our staff. The supervisor of women 
states that the plan has brought 
about marked decrease of absences 
from work. 


2. As to volume of work: The 
consensus of opinion of department 
heads is that employees do ac- 
complish just as much in the fewer 
hours per week as they formerly 
did in the six-day week. One voice 
only was raised to say that it made 
it harder to keep the work even 
and not get behind. But she indi- 
cated that the day off enabled her 
to attend to various duties hereto- 
fore performed on Sunday and that 
the plan had enabled her to be 
more regular in church attendance. 


3. As to enhancing the spirit of 
loyalty to the bank: The answers 
are very definitely that it has done 
so. One girl explains: “It is really 
wonderful after years of being tied 
down to six days to have another 
day off each week.” 

The personnel manager stated, 
and with emphasis: “It is proving 
to be the best morale builder we 
have had since the bank was first 
opened.” 

4. As to its effect on the bank 
turnover: The answer is, “Yes, it 
has noticeably decreased it.” 

5. And as to the broadening of 
experience and equipment for in- 
creased usefulness: It is apparent 
that it does very definitely have 
such an effect. 

One man in an important posi- 
tion says he actually accomplishes 
more in five days than he formerly 
did in six; that he does his job bet- 
ter and in less time; that his capac- 
ity has increased; that he feels 
anchored to his present employer 
and employees relations, so much 
that he recently declined an invi- 
tation to go with another bank. 

The general trend of the an- 
swers indicated that the happiness 
in daily work is greatly increased 
because of the knowledge that each 
week brings an extra day off for 
rest, recreation, and visitation of 
friends or relations heretofore seen 
on only rare occasions. 

These, and other constructive re- 
sults achieved, thus early in the 
operation of the plan demonstrate 
that the plan is of inestimable eco- 
nomic and psychological value. 
The employed staff renders a bet- 
ter service because of this evidence 
that the bank is not a slave-driver 
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and is not aiming to exact the last 
ounce of strength from its em- 
ployees. Accordingly, the deepened 
interest, the quickened enthusiasm, 
the renewed energy of the em- 
ployees make them every one more 
useful to the bank and to its cus- 
tomers. 


We believe the customers are 
better served. We give them serv- 
ice just as many days as hereto- 
fore, yet each employee works only 
five days. 


This Bank Promises To 
Watch For Stop Payment 
Checks For 30 Days Only 


A charge of 50¢ per stop payment 
is made in the analysis of the ac- 
count, and we endeavor to find the 
reason for the stop payment order 
before accepting it. 


The stop payment order is re- 
corded on a form, and if the cus- 
tomer calls at the office he signs it 
after the information is furnished. 
Copies are then sent to the tellers 
and bookkeeper handling that ac- 
count. 


The bookkeeping department re- 
cords the data on a sheet, one for 
the bookkeeper and one for the 
statement clerk, and this sheet is 
then placed just prior to the ledger 
or statement sheet so that when 
posting is being done, the check will 
be detected. 


The stop payment order we use 
states thirty days as the holding 
time, but this is not always ad- 
hered to. We ask our customers to 
notify us as soon as possible if the 
check is found or returned so that 
our stop payment records may be 
cleared of that entry. 

We have a few accounts that is- 
sue a great many stop payment 
orders, and it takes a great deal of 
time for our bookkeeping depart- 
ment to check back each day’s lot 
of checks received for payment. 
Occasionally we miss an item. Our 
loss, however, has been very small 
in comparison to our volume, as we 


have usually been able to secure 


reimbursement, either directly from 
the payee, or our customer. 

It seems to us that ninety days 
should be a sufficient period to car- 
ry the stop payment order, for any 
controversy between the maker and 
the payee of the check should be 
clarified in that length of time:— 
Clifford Buchanan, cashier, Old 
Kent Bank, Grand Rapids, .Michi- 
gan, 


New Loans Helped The Bank 
And Its Customer 


“IT haven’t noticed many new 
jobs you have taken on recently,” 
said a Wisconsin banker to a con- 
tractor customer. 

“No,” said the contractor, “I’m 
stymied.” 

“How do you mean?” asked the 
banker. 

“Well,” said the contractor, “I 
have all of my capital tied up in 
accounts receivable. The jobs I 
have already done have not been 
paid for, and I can’t seem to get 
any jobs except those that want 
me to finance them.” 

“An idea just occurred to me,” 
said the banker, “while you were 
talking. If you could get part of 
your money from those who owe 
you, that would give you some 
working capital, wouldn’t it?” 

“Sure,” said the contractor, 
“but how can I do it.” 

“That’s the idea that just came 
to me,” said the banker. “Would 
you care to have me go over your 
accounts and see if I can help you?” 

“Say, I'll be tickled to death!” 

After the bank closed that after- 
noon, the two men went over the 
accounts. It was learned that one 
man would be in a position to pay 
$500 within four months. Another 
man would be in a position to pay 
$600 within three months. 

Taking a little off of each mort- 
gage note, it would be possible for 
the contractor to get together quite 
a nice sum. The banker’s plan was 
for the contractor’s customers to 
give the bank notes for short per- 
iods and for the amount the bank 
was sure they could pay. This gave 
the bank some nice loans, and the 
contractor an opportunity to take 
on new jobs. 


Balance Sheet A Still Picture 


A financial statement is a “pic- 
ture,” and most financial men fre- 
quently refer to it as such. If the 
analogy is pursued further, the bal- 
ance sheet may be referred to as a 
“still picture,” in that it “freezes” a 
moving process or business phe- 
nomenon at a stated place and ata 
stated time. By the same token, the 
profit and loss statement may be 
likened to a “motion picture,” in- 
tended to show business history in 
the making and between balance 
sheet dates. — The Credit Depart- 
ment—published by Robert Morris 
Associates. 


BANKERS MONTHLY 





reduce payroll 


administrative costs 
for modern banks 


58,000,000 workers in American industry today 
necessitate streamlined and mechanized payroll 
accounting for efficient administration. Whatever 
the size of your bank, deductions for social 
security, withholding taxes, pension plans or insur- 
ance premiums mean that your payroll procedure 
must be accurate, fast, informational and controlled. 


Remington Rand bookkeeping machines pro- 
vide the special features to solve your payroll 
problems. Every form you require—payroll regis- 
ter, statement, pay check or envelope, individual 
earnings record, etc., is prepared at one operation. 


Individual, adjustable registers accumulate each 
deduction separately. Cross computing registers 
compute and print the net pay automatically. Com- 
pletely electrified alphabet, numeral and operating 
keys speed each operation. Checks are numbered, 
dated and “protected” automatically / 


Let your Remington Rand specialist show you 
how this machine works on your payrolls. Write 
to Remington Rand Inc., Adding-Bookkeeping- 
Calculating Machines Division, Department BM, 
315 Fourth Avenue, New York 10, New York 


MACHINES FOR MANAGEMENT 


Whatever your size... 


200 employees or 20,000 . . . complete electrification 
and balances computed and printed automatically are just two of the many 
Remington Rand features to help you eliminate waste effort in 
your payroll administration—give you extra facts and figures 
for departmental and management control. 
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Circle the letter indicating the answer you believe is correct. Grade yourself as follows: 


18, 19 or 20 Very Superior 
15, 16 or 17 Superior 
12, 13 or 14 Good 


The first numeral in the new routing symbol in- 

dicates the federal reserve district in which the 
check is payable. The second indicates the federal 
reserve bank or branch through which the check will 
be cleared most promptly. The third indicates im- 
mediate or deferred credit. With these facts in mind, 
how would you interpret the symbol 810? 

a. 8th District, Atlanta Federal Reserve Bank, immediate availa- 

bility; b. 8th District, St. Louis Federal Reserve Bank, immediate 

availability; ¢. 8th District, Dallas Federal Reserve Bank, im- 

mediate availability. 


A Which of the following are negotiable? 


a. Check drawn on counter check form; b. Cash letter; ¢. Cus- 
tomer’s note payable to the bank or to order; d. Straight bill 
of lading. 


One of the following numbers can be entered on 
a multiple key machine with only one depression 
with one hand. Which one is it? 


a. 210.00; b. 1.938.62; ¢. 1,912.71; d. 8,181.83. 


4) A loan based on which two of the following 
would rightly classify as a collateral loan? 


a. Listed stocks; b. Friendship of the bank cashier; ¢. Assignment 
of the cash value of life insurance. 


If a 90-day note is dated May 8, on which date 

will it fall due? We will assume that the due 
date is not Sunday and that your bank is open on 
Saturdays. 


a. Aug. 7; b. Aug. 6; ¢. Aug. 8. 


Is it possible to buy insurance to repay for a loss 

resulting from the burning of lumber stored in 
piles in the open air if the quantity is reported to the 
insurance company monthly? 


a. Yes, it is called Fire Insurance b. No. 


In which of the following months is there no 
bank holiday which is observed in all states? 


a. June; b. September; c. July. 


8 | If you saw the number 11-53 opposite the name 

“The Hibernia Savings and Loan Society,” in 
which of the following cities would you think the 
bank was located? 


a. Minneapolis; b. Duluth; ¢. San Francisco; d. Memphis. 
Which of the following types of information can 
be found in the bank directory? 

a. Length of service of each vice president; b. Total assets of 


each bank; ¢. Membership in the State Bankers Association. 


Every denomination of paper money bears the 
portrait of a man. All bank employees should 


8, 9, 10 or 11 Average 
5, 6 or 7 Poor 
2,3 or 4 Very Poor 


learn how to count paper money by the portraits. 
How much money would you have by counting 19 
Washington, and 3 Grant? 

a. $167; b. $168; ¢. $169. 


Which two of these amounts can be paid with 
four.pieces of paper money—each a different 
value? 


a. $78; b. $135; ¢. $37; d. $118. 


Which of the following statements is correct? 


a. There is no such thing as “dribble” posting. It is known as 
“double” posting; b. There is a type of bookkeeping known as 
“dribble” posting. 


A customer handed a teller rolled pennies and a 
deposit slip listing, “Pennies, $4.50.” How many 
rolls should the teller receive? 
a. 9; b. 18; ¢. 27. 


Which of these amounts can be paid with three 
coins—all different? 


a. $.91; b. $.77; ¢. $1.60. 


If you knew that a customer had a savings ac- 

count, but wanted to find out whether or not he 
had a checking account, where would you go to get 
the information? 


a. The correspondence file; b. The central file; ¢. Customer's 
security records. 


Sort the cash items from the following list: 


a. Matured bankers acceptances; b. Deposit ticket; ¢. Straight 
Bill of Lading; d. Matured trade acceptances. 


If you were sight paying and had the following 

checks to be charged against an account with a 
$10,000 balance, can you tell at a glance, without 
adding the checks, whether there is sufficient balance 
to pay them or not? The checks were for the follow- 
ing amounts: $41.41; $972.63; $481.97; $561.72; $3,041; 
$9,017. 


There are four Bankers Associations which are 
abbreviated C. B. A. The Canadian Bankers As- 
sociation is one; name the other three. 


Many bank cash letters are now shipped by air 

express. If you were handling transit in Wash- 
ington, D. C., which of the following federal reserve 
banks ‘could be reached in the shortest time, by air? 


a. New York; b. Philadelphia; ¢. Richmond. 
What does Adj. stand for? 


a. Adjutant; b. Adjustment; ¢. Adjudicate. 
(Answers on page 446) 
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The problem of banks today is not only how to 
a make more loans but how to make them safer. With 
a growing demand for extra cash working capital 
on the part of business — and with inventories at 
an all-time high of 38 billion dollars— more and 
more banks are turning to field warehousing as 
a means of safeguarding their commercial loans. 


- Douglas-Guardian—"the bankers’ field warehouse 

company’—has served more than 2500 banks 

throughout the country and field warehoused 

's more than 400 different types of items.We issue 

bona fide warehouse receipts without moving 
inventory off the borrower's premises and cooper- 
ate with you and your customers in working out 
sound, profitable loan transactions. 
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DQUGLAS-GUARDIAN 
WAREHOUSE CORPORATION j 
e y & 
ee ‘gs ” ' 
. e Bankers’ Field Warehouse Company Wb a 
NEW ORLEANS 1, Lo., 1M North Front St. LOS ANGELES 14, Colif., Garfield Bidg. ae ; 
ir NEW YORK 4, N Y., 50 Biipad St. MEMPHIS 3, Tenn., Porter Bidg. PRINGFIELD, Mo., Holland Bidg. 
= CHICAGO 2, IIl., 173 W. Madison St. PHILADELPHIA 2, Po.. Girard aa TAMPA 2, Fla., 416 Tampo St. 
e ATLANTA 3, Go., Hurt Bid PORTLAND 5, Ore Evy. Alder St. EL PASO, Tex., First Nat‘! Bank Bidg. 
-) CLEVELAND 14, Ohio, Unio, Commerce Bidg ROCH rN. Y., Commerce Bidg. HARTFORD 5, Conn., 945 Asylum Ave. 
: DALLAS |, Texas, Tower Petriljeum Bidg. N FRANCISCO 4, Calif., 300 Montgomery §:. KANSAS CITY, Mo., 1207 Grand Ave. 
EASTON, Md., 438 South Ste SPRINGFIELD 3, Mass., 172 Chestnut St. JACKSONVILLE |, Flo., 60! Florida Theater Bldg. 
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WE LIKE TO HAVE BANKERS 


VISIT US 


The fact that so many of our banker friends 


visit The Northern Trust Company is evi- 





dence that we have plenty of time to discuss 


their problems and attempt to find the solu- 


tions. We like to have them come in, and 


they know it. Our correspondent banks find 


us helpful—and that is mutual. 


THE NORTHERN 





TRUST COMPANY 


50 SOUTH LA SALLE STREET 
CHICAGO 





Member Federal Depusit Insurance Corporation 
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Answers To Bankers 
Monthly Quiz No. 52 


b. St. Louis Federal Reserve 

Bank is the reserve bank for 
the eighth federal reserve district. 
The zero at the end of the number 
indicates immediate availability. 
The one in the center indicates the 
federal reserve bank in the district 
and not a branch. 


yy oc. A straight bill of lading is 

not negotiable. It is the order 
bill of lading only which might be 
negotiated. A cash letter of course, 
is not negotiable, neither is a check 
drawn on a counter check form, Oc- 
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casionally, a bank will put some of 
its customer checks on counters for 
use in the lobby, and when that is 
done, the checks are, of course, in 
negotiable form. However, the 
proper form of counter check is not 
negotiable. A customers’ note is 
negotiable because it may be trans- 
ferred by endorsement to some 
other person or some other bank. 


a. If you can depress any one 

of the other numbers with one 
hand at one depression, your fin- 
gers must be unusually long. 


a. and c. Collateral is anything 
pledged to the bank which can 


be converted into cash or its equiv- 
alent. 


b. There would be 23 days in 
May, 30 in June, 31 in July 
and 6 in August. 


a. Insurance may be had on 

products which may vary from 
time to time in quantity, if a re- 
port of the quantity is made to the 
insurance company each month. 


a. Labor Day occurs in Sept., 
and Independence Day in July. 


c. 49 cities have prefix num- 

bers. The prefix number for 
San Francisco is 11, and it is the 
first part of the transit number of 
all banks in that city. 


b. and c. No information is con- 
tained in the directory as to 
when any officer took his office. 


c. Grant’s picture is on fifty- 
dollar bills; Washington on one 
dollar. 


b. and c. b. would be paid with 

a one-hundred-dollar bill, a 
twenty, a ten and a five. c. would be 
paid with a twenty-dollar bill, a 
ten, a five and a two. 


b. When items are posted to 

the same account two or more 
times a day, that is called “dribble 
posting.” 


a. There are fifty pennies in a 
roll. 


14) c. The coins would be a silver 
dollar, a fifty-cent piece and a 
dime 


b. The quickest way to get in- 

formation about a customer’s 
various contacts in the bank is in 
the central file. That is the purpose 
of the central file. It would be pos- 
sible, of course, to find out if he 
had a checking account by referring 
to the commercial bookkeeper, but 
that method was not suggested with 
the question. 


a. and d. Deposit tickets are 

not cash items, nor are straight 
bills of lading, so they cannot be 
converted into cash. 


There would be an overdraft 

because the last two items 
alone would total more than 
$10,000. 


California Bankers Associa- 

tion; Colorado Bankers Associ- 
ation; Connecticut Bankers Associ- 
ation. 


c. The time is 45 minutes to 
Richmond, one hour to Phila- 
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delphia and an hour and a quarter 
to New York. 


b. It saves considerable time on 

an adjustment to be made on 
an account when‘this abbreviation 
is used. 


How To Make Ratio Credit 
Studies — And Why 


In addition to balance sheet 
comparisons, Many supplemental 
“spreads” have been found useful. 
Such schedules include essential 
comparison of profit and loss state- 
ments, the always useful applica- 
tions of funds statement, and a run- 
ning analysis of such important 
balance sheet items as property ac- 
counts, receivables, inventories, tax 
accruals, and subsidiary relation- 
ships. These special comparative 
exhibits are in the nature of both 
“still” and “motion” pictures, but 
they may also be labeled “close- 
ups” or “angle shots’”—to continue 
the photograph analogy—in that 
they exhibit in more detail and pro- 
vide some additional corporate 
“angles” useful to the analyst who 
needs to secure a better and broader 
overall picture. 


All economic activity in the form 
of business enterprise is subject to 
periodic and never-ending change, 
which means that it cannot be 
forced into the straightjacket of 
form or pattern. Nevertheless, the 
same competitive or legislative in- 
fluences exerting pressure on a 
group of rival units tend to cause 
all of these units to conform at 
times in many fundamental re- 
spects. Thus, competing units in a 
given trade tend to offer the same 
selling terms which may result in 
all of them experiencing similarity 
of turnover in accounts receivable. 

It was observation of this phe- 
nomenon that led the older analysts, 
twenty-five or thirty years ago, into 
the field of ratio studies. Such stud- 
ies were pioneered and made into a 
valuable tool (some regard it as an 
indispensable tool) by Alexander 
Wall, one of the founders and first 
secretary-treasurer of the Robert 
Morris Associates. All experienced 
credit men make use of this tool, to 
a greater or lesser degree, formally 
or informally. The degree of use 
appears to depend more on the case 
involved than on the analyst. Some 
analysts and some students may 
tend to overemphasize the useful- 
ness of ratio studies, while others 
may be guilty of neglecting this im- 
portant tool. No sound credit man 
will follow either extreme, any 
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more than would a sound doctor 
either dispense with a stethoscope 
or rely upon it solely in making a 
diagnosis.—The Credit Department 
—published by Robert Morris As- 
sociates. 


One Supervisor Equals 
Seventeen Workers 


It might be difficult to prove the 
statement that one supervisor can 
be worth as much as seventeen 
bookkeepers and clerks in a bank 
of forty million deposits, 


how- 





® Appraise from plans and speci- 
fications. 


®@ Inspect new construction. 
@ Use market information. 
®@ Figure cost factors. 


® Estimate depreciation. 


ORDER 


This 48-page Guide 
for Your Loan Officers 
and Appraisers 


$1.00 PER COPY 


SOCIETY OF RESIDENTIAL APPRAISERS 
221 N. La Salle St., Chicago 1, Ill. 


O Check Enclosed. 0 Bill us. 


Name of Bank 


Aine You uncentain about 


APPRAISAL METHODS 
IN TODAY'S MARKET? 


The new, 48-page Appraisal Guide was written by experienced | 
appraisers to aid men familiar as you are with the real estate 

market in re-checking valuation principles. On your desk it will 
be a ready reference for solving today’s appraisal problems. 


In Brief, Understandable Language It Tells How To: 
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ever, there is a recent case in 
which a _ supervisor of twenty 
people handled the work of a bank 
of that size. 

The supervisor left for a more 
important job in an organization 
in the same city and since that 
time the bank, trying to get along 
without a supervisor has had to 
employ seventeen additional clerks 
and bookkeepers in order to keep 
up with the work. 

Supervisory helps and correction 
without a doubt increases the effi- 
ciency of employees. 
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Please send me........ copies of the APPRAISAL GUIDE. 


Chicago, Illinois 
February 28, 1947 
TO OUR DEPOSITORS: 

This is to inform you that the Rules of the Chicago Clearing House Asso- 
ciation have been amended, effective March 10, 1947, permitting member banks 
to return unpaid items not later than 8:30 A. M. on the business day following 
presentation at the Clearing House. 

Items which are to be presented to drawees not open for business on 
Saturdays will be held, as heretofore, for presentation on the next succeeding 
business day. 

These changes should be taken into consideration in calculating the time 
for the return of unpaid items and the receipt of the customary notices of non- 
payment. 


The above notice was recently sent to depositors by Chicago banks and indicates 
that one of the few large cities still requiring return of dishonored items the day 
received, has joined with more than two-thirds of all clearing houses in allowing 
clearing house members to discover dishonored items at the time of machine 
posting and thus eliminate the time-consuming and costly sight-posting to discover 
dishonored items as a separate operation. 








Mopern MetuHops wilt reduce Wlore 


WitH MODERN MACHINES 


The diversification of farming is a safeguard to the farmer. He is 
assured of a more uniform income over a period of years, and by 
careful planning is able not only to maintain but to increase the 
fertility and productivity of the soil. No longer is diversified farming 
limited to those who farm several sections. Hocanst MM Macuings 
are within the reach of all good farmers, and are an economically 
. sound investment even for smaller acreages. 

The all-round economy, performance, and 
dependability of the MM Huskor recommend 
it as a wise investment. A 1-2 plow 
or 2-3 plow tractor provides ample 
power for the light draft, easy run- 
ning Huskor. Harvesting a large acre- 
age quickly and getting all the corn 
are but two of its many advantages. 
Get complete information on one-row 
and two-row models of MM Huskors andon 
other MM Mopern Macuings from your 
MM dealer. MM equipment is worth wait- 
ing for! 

























MINNEAPOLIS - MOLINE POWER IMPLEMENT COMPANY 


MINNEAPOLIS 1. MINNESOTA, U.S.A 
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Filing - Storage - Destruction 
Of Bank Records 


Published by The National As- 
sociation of Bank Auditors and 
Comptrollers, 38 South Dearborn 
Street, Chicago 3, Illinois. Price to 
members $1.00, to non-members 
$5.00. 


This is a very valuable booklet 
upon which a bank may base its 
policy on the storage of old records. 
Many banks have discovered that 
there is no need to store certain 
records for long periods. The Na- 
tional Association of Bank Auditors 
and Comptrollers has had a special 
committee studying this subject and 
this manual is the result. There are 
four parts, each one of which is 
important. 

Part One considers the subject of 
filing and storage of bank records. 
Part Two is a suggested retainment 
period for bank records. Part 
Three is a tabulation of the laws of 
various states, which are commonly 
known as Statutes of Limitations. 
Part Four is a tabulation of various 
state laws which have dealt specif- 
ically with the micro-photograph- 
ing of bank records. 

Some states have specifically 
sanctioned the use of photographs 
of records in place of the records 
themselves. Storing microfilms of 
records, of course, results in tre- 
mendous saving in sforage space. 
Many courts have held that the 
photograph of a document is proof 
of its existence. Therefore, photo- 
graphs in many cases have been 
used in court after the original 
document was destroyed. 


Community Lockers 
Expected To Thrive 


We think the market for home 
freezer units has been greatly over- 
estimated. There will undoubtedly 
be many thousands manufactured 
and sold, but the market is going to 
be more or less limited. These units 
will have to retail at from about 
$150 up, but even for the minimum- 
priced unit, it still will represent 
about 15 years’ rental of a locker at 
a commercial neighborhood estab- 
lishment. That is too great a luxury 
for the mass buyer to swallow. Also, 
there will be a cost of power run- 
ning about $1 a month minimum.— 
Lehman Plummer, vice president, 
Central National Bank and Trust 
Co., Des Moines, Iowa. 
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Reading For Self-Education 


By W. E. Schutt, published by 
Harper and Brothers, New York, 
price $3.50. 

The purpose of this book is to 
encourage all of us to read for edu- 
cation—read with a purpose. The 
first two paragraphs in the preface 
of this book are tremendously in- 
teresting and serve as an inspira- 
tion. These paragraphs read as fol- 
lows: 

“When the president of a college 
of the first rank tells the world how 
it can get along admirably without 
colleges, that’s news. So the UP 
wires carried as news the following 
excerpt from a speech made by the 
president of Mount Holyoke Col- 
lege: 

“If everyone could learn how to 
read a book properly and how to 
use it as an effective tool for daily 
living, the faculties in colleges could 
easily go out of existence without 
any loss to society.” 

The author gives many valuable 
suggestions in the book as to how 
to read for specific educational re- 
sults. 


Loans For Improving 
Retail Stores 


“I wonder if my customers, think 
my store is old fashioned?” asked 
a dry goods dealer of his banker 
one day. 

“Why do you ask that?” asked 
the banker. 

“Because I have just made a 
trip to the city and have seen some 
of the modern display methods. I 
saw a display in a wholesale house 
in Chicago that showed how to fix 
up a place in my store that would 
make the ready-made dresses so 
attractive that no woman could 
possibly resist buying.” 

“Why don’t you put it into your 
store then?” asked the banker. 

“It costs $1,500 and I don’t hap- 
pen to have $1,500 that I can 
spare.” 

“That’s what the bank is in busi- 
ness for,” said the banker, “to 
supply needed funds when the 
customer is unable to spare the 
money.” 

“What will I have to do to get 
the money?” asked the dealer. 

“Give me the necessary evi- 
dence that will enable me to per- 
suade the board of directors that 
you will earn more by selling 
more dresses, and that the addi- 
tional earnings will pay the note 
within a short time.” 
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Complete Foreign Banking 


Service for Your Customers 


To meet the foreign banking requirements of your cus- 


tomers you need not maintain accounts in foreign countries 


if you use the comprehensive services which our Foreign 


Department offers you. We are prepared to: 


e supply you with the facilities for establishing 


Letters of Credit for importations from abroad, 


and for the handling of export collections; 


e transmit funds to any foreign country by mail, 


airmail, or cable; 


e furnish data regarding exchange regulations, and 


credit information on foreign buyers and sellers; 


e equip you with all the necessary forms bearing 


the name of but one bank— your own—and 


without cost to you. 


You are invited to consult with us regarding any phase 


of our foreign facilities for banks. 


AMERICAN NATIONAL BANK 


AND TRUST COMPANY 
OF CHICAGO 





LA SALLE STREET. 





Member Federal Deposit 


It transpired that this was not 
such a difficult task and the direc- 
tors were readily persuaded. 

The experience just related gave 
the banker an idea. The next time 
he went to the city, he visited sev- 
eral wholesale stores and talked 
with merchandising _ specialists 
there to get ideas for improving 
the business of other merchants in 
his town. He found that the 
wholesalers were in a position and 
eager to show their retail custom- 
ers how to modernize their stores 
and their methods of selling. The 
banker encouraged improvements 
in a number of local stores, pri- 
marily with the idea of helping 











. AT WASHINGTON 


Insurance Corporation 





the merchants increase their busi- 
ness, but the result was that he 
secured several very good loans 
for the bank. 


When a maturity range has been 
adopted it is a good idea to pur- 
chase bonds in the last year of this 
range, thereby taking advantage of 
a higher yield than is obtainable on 
shorter maturities. At the present 
time I would recommend a range of 
from three to seven years, depend- 
ing upon the amount of savings de- 
posits and need for liquidity. —I. A. 
Long, vice president, Mercantile- 
Commerce Bank and Trust Co., St. 
Louis, Mo. 
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Stop Payment Work Reduced 


Officers of four banks here tell what has been done to reduce the 
bank’s liability on stop payment orders and to reduce the work of 
providing stop payment service to customers. 


E put up a pretty strong argu- 

ment against taking unneces- 
sary stop payment orders. In cases 
where checks given in payment of 
bills to reputable concerns or to 
utility companies are lost, we ex- 
plain to the maker of the check that 
there is no good reason to issue a 
stop payment order. In most cases 
we are able to satisfy our customer 
we are right in our stand. 

The accepting of the orders and 
the writing up of the notices to the 
tellers and bookkeepers is done by 
one person along with other work. 

To see that no stop payment is 
overlooked, a copy of the notice is 
given to our assistant cashier who 
checks the account concerned for 
a few days after the acceptance of 
the order. He does this checking 
between the time the checks are 
posted and the time they are can- 
celled. This, of course, does not help 
us on items presented to one of our 
windows. 

We notice that checks on which 
payment has been stopped, are gen- 
erally presented to our tellers for 
payment within a short time after 
issuance, if at all. Little trouble is 
experienced with this sort of stop 
payment, since the teller has only 
recently seen a notice. Too, the 
ledger carries notice of the order 
which is seen when the account is 
checked for balance. 


Customer Is Notified To Renew 
Order If Necessary 


We have a plan to get the orders 
off of our books. The order the cus- 
tomer signs carries a notice that it 
must be renewed every 90 days. 
Since we have no state law on this, 
we place very little reliance on the 
customer’s agreeing to this time 
limit. But we do try to put the re- 
sponsibility on him to renew the 
order or authorize us to drop it. 

This is accomplished by periodi- 
cally reviewing the orders on hand; 
a few days before the order is 90 
days old we send a slip to sign if 
the customer wants the order re- 
newed and a notice that we shall 
presume the matter has been 
cleared up, if we do not hear from 
him. With the exception of orders 
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WELDON MILLER 


Cashier, Lakewood State Bank 
Dallas, Texas 


R. E. NODOP 


Comptroller, American National Bank 
and Trust Co., Mobile, Ala. 


CLIFFORD H. HYETT 


Vice President and Cashier, The Detroit Bank 
Detroit, Michigan 


W. J. RICHARDS 


Assistant Cashier, Citizens National Tryst 
and Savings Bank of Los Angeles, Calif. 


on checks over $100, we eliminate 
the notices if we do not receive the 
renewal signed by the customer. 

Probably, if a time limit could be 
set, we would prefer 90 days since 
this period of time has seemed to 
us to be adequate to clear up most 
of the items, while a shorter time 
might work a hardship on the cus- 
tomer. 

We are heartily in favor of some 
limit being placed on the liability 
the bank carries in taking a stop- 
payment order, but we wonder if 
an arbitrary limit of time is the 
answer. This would make it pos- 
sible for an unscrupulous person, 
with the knowledge as to this limit 
of time, to hold a check he had ob- 
tained by foul means for a little 


more than this time, and then to 
clear the check after the bank had 
eliminated the notice. 

We have not, to our knowledge, 
ever inadvertently paid a check on 
which a stop payment order had 
been released. — Weldon Miller, 
cashier, Lakewood State Bank, Dal- 
las, Texas. 


Lost Bearer Checks Cause Trouble 


In addition to stop payments, one 
source of irritation to us is the re- 
quest by our depositors to be on the 
“lookout” for lost checks which 
were made payable to cash, or 
bearer, or which were signed in 
blank and have been misplaced. 

When our depositors ask us to 
stop payment on a check payable 
to a responsible person such as a 
merchant, food store, public utility, 
etc., we try to convince them that 
stopping payment on the check is 
not necessary because of the re- 
sponsibility of the payee. We also 
explain that they will not suffer a 
loss if the check is inadvertently 
paid by our bank under forged en- 
dorsement. 


All of our tellers are immediately 
notified of each stop payment. Our 
bookkeepers are also advised, and 
the watch signal is immediately 
placed on the ledger sheet of the 











Eight Ideas Which Reduce Stop Payment Work Or Liability 


1. Customers are persuaded 
not to place stop payment orders 
when no loss is likely to result. 


2. The customer is required to 
renew the stop order in 90 days 
if he wants it continued. Most 
items have been cleared up by 
that time. 


3. A written release from the 
stop order is secured and the 
bank is thus released from liabil- 
ity if the check is paid after that 


4. The stop payment order 
signed by the customer releases 
the bank from liability if the 
check is inadvertently paid. 


5. When a “stopped” check is 
inadvertently paid, the last in- 
dorser is asked to refund the 
amount. Usually this prevents a 
loss to the bank. 


6. The customer is asked if the 
stop order can be removed after 
30 days from time entered. 


7. A fee of 50 cents in some 
banks, and as high as $2 in 
others is charged for each stop 
payment order. 


8. Checks older than six 
months are returned unpaid un- 
less the maker instructs the bank 
to make payment. 
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drawer of the check. Each after- 
noon, the assistant supervisor of our 
bookkeeping department checks 
every account that has_ been 
“flagged” to make certain that no 
stop payments have been over- 
looked. 


Alabama Law Limits A 
Bank’s Liability 

An Alabama statute relieves 
banks from all liability on stop- 
payments after six months have 
elapsed. When accepting a stop- 
payment our depositor signs a stop- 
payment order, part of which is an 
agreement that the drawer releases 
the bank from all liability in the 
event of payment under circum- 
stances which preclude recovery. 
We also go through our ledger 
every three months and notify all 
depositors that the stop payment 
order will be cancelled as of a cer- 
tain date unless we are again re- 
quested to renew it in writing. 

It would be a good idea for all 
states to have a law limiting the 
liability of banks on stop payments 
to some certain number of days. 
Any reasonable length of time, such 
as 60 or 90 days, in which to allow 
the depositor to secure a refund, 
reimbursement or the return of the 
check, should be all that anyone 
might expect. Our suggestion would 
be 60 to 90 days. 

All releases from stop payments 
should be in writing in order to 
countermand the previous order 
countermanding the check itself. In 
this event the bank should certain- 
ly pay the check if it appears later, 
because in countermanding the 
stop payment order, the customer 
should be advised, or understand, 
that the check if still in trade chan- 
nels would be paid if presented to 
the bank. 

When payment of a check over a 
stop payment order can be con- 
tributed to carelessness in our or- 
ganization, we generally make 
every effort to secure prompt 
settlement from the endorsers, and 
this method has been very success- 
ful, particularly during the recent 
war years. 

We have never had to decide a 
case where a large amount of mon- 
ey was involved and the account 
was considered to be a very valu- 
able one to our bank. Under such 
conditions, I believe our decision 
would be based entirely upon the 
worth of the account, since release 
from liability for paying the check 
is a part of our written stop pay- 
ment order, which is signed by the 
depositor. 
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Another favorable condition is 
the willingness of banks in this sec- 
tion to work with other banks to 
help each other prevent losses when 
the depositor will accept a charge- 
back against his account after the 
check has been cancelled. 

Our usual procedure in this. case 
is to certify that the check was can- 
celled in error on a certain date, 
and to have the certification signed 
by an officer of our bank. The check 
is then returned to the last en- 
dorser, along with the letter ex- 
plaining the circumstances, and a 
request for help affecting the return 
along the line of endorsements. 
They cannot do any worse than say 
no, and the effort is certainly worth 
the price.—R. E. Nodop, comptrol- 
ler, American National Bank & 
Trust Company, Mobile, Ala. 


A State Law Is Important 


Stop payments have become nu- 
merous and involve a considerable 
amount of time to record and watch 
for them. 

We usually find that customers 
have a valid reason for stopping 
payment of a check and we quite 
generally accept their instructions 
unless some unusual circumstance 
presents itself which would make 
us feel that a stop payment was not 
warranted. 

After a stop payment order has 
been received, the full details con- 
cerning it are entered on a large 
cover sheet which is placed over the 
ledger sheet so that the bookkeep- 
er’s attention will be called to the 
fact that payment has been stopped 
on a check issued by that account. 

Thirty days after the receipt of a 
stop payment order, a reminder is 
sent to the customer. Under our 
law, stop payment orders expire in 
six months, unless renewed. 

It is my opinion that every state 
should have a law limiting the lia- 
bility of a bank on stop payments; 
otherwise, it would be necessary to 
carry them on the books for an in- 
definite period. Six months seems 
to be a reasonable time. 


When a check is presented on 
which payment has been stopped, 
a rubber stamp marked “Payment 
Stopped” is placed two or three 
times on the front and back. 

In all our experience, there have 
been only one or two cases where 
a bookkeeper has paid such an in- 
strument. 

Some banks make a _ service 
charge of fifty cents or a dollar at 
the time a stop payment order is 
received. — Clifford H. Hyett, vice 


president and cashier, The Detroit 
Bank, Detroit, Michigan. 


A “Stale Check” Law Helps 
Reduce Stop Payment Work 


In very few instances, is it pos- 
sible to dissuade a customer from 
placing a stop payment order and 
we do not think it advisable or 
good business on our part to influ- 
ence him in this respect. 

During the war years, like many 
other banks, we had our difficulties 
with inexperienced help and found 
it necessary in 1943 to adopt a sys- 
tem for handling stop payments 
which would be as foolproof as 
possible. 

Our stop payment order is made 
up in duplicate. A senior clerk des- 
ignated as stop payment clerk de- 
livers the original order to all 
tellers and it is his duty to see that 
the order is properly recorded on 
a folder which fits over the ledger 
sheet and on the teller’s record in 
the cage. 

The duplicate order is retained 
as a working file and is used to 
check against the incoming clear- 
ings daily. When inspecting dates, 
all checks dated prior to the month 
preceding the current month are set 
aside and compared to the stop- 
payment orders. 

After all checks are sorted alpha- 
betically, the stop payment orders 
covering those bearing a date of the 
current or preceding month are 
checked against the complete sort. 
In addition, the bookkeeper checks 
with the ledger record when post- 
ing. Under this system, we believe 
we are obtaining the maximum re- 
sults with the minimum of time 
and effort. 

When a stop payment is six 
months old, we send a form “Re- 
lease of Stop Payment” to the cus- 
tomer with a self-addressed enve- 
lope and would say that probably 
35% are returned with the release 
signed. We do not have any kind 
of legal form which eliminates our 
liability, but we do quote Section 
16E of the Bank Act of the State of 
California which reads as follows: 

“Where a check or other instru- 
ment payable on demand at any 
bank organized under the laws of, 
or doing business in this State, ex- 
cept a cashier’s check or draft 
drawn by a bank, is presented for 
payment more than six months 
from its date, such bank may, un- 
less expressly instructed by the 
drawer or maker to pay the same, 
refuse payment thereof and no lia- 
bility shall thereby be incurred to 
the drawer or maker for dishonor- 
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Its a whale © 
of a job 


We’re adding new telephones at the rate 


of about 300,000 a month. That is 10,000 


a day... And still it isn’t enough. 


SINCE V-J Day, we've added 
more than 5,500,000 telephones. 
But fast as we put in one tele- 
phone, there comes an order for 
another. Sometimes two more. 
So even though we're going 
full speed ahead, we haven't been 
able to catch up with all the 
orders for telephone service. 


We're moving faster than any- 
one thought possible — with short- 
ages and everything—and we 
have broken all kinds of records. 

It’s a whale of a job and we're 
eager and impatient to get it 
done. For we don’t like to keep 
anybody waiting for telephone 


service. 


FE 


wy ® 
BELL TELEPHONE SYSTEM ON, 
wf 


PORTRAITS 


from Photos 


Artist of national standing wi!l do 
oil paintings from clear photographs 
Prices quoted upon examination of 
copy and personal discussion. Time 
required, three months. Write Box 
300, Bankers Monthly, 536 S. Clark 
St., Chicago 5, Ill. 





ing the 
ment.” 

This law affords a certain amount 
f protection inasmuch as we may 
return a check for stale date if pre- 
sented after six months from the 
date of the item. It is our practice 
to contact the customer, if possible, 
and have him confirm payment. I 
cannot recall any case of a stop 
payment order being released and 
later the check being presented for 
payment and paid. This could hap- 
pen only if the check were paid 


instrument by non-pay- 


over a stale date, namely over six 
months.—W. J. Richards, assistant 
cashier, Citizens National Trust and 
Savings Bank of Los Angeles, Calif. 


Nebraska Par Clearance 
Law Sustained By 
Supreme Court 


Since the passage of the Nebras- 
ka law requiring that all Nebraska 
banks must pay their checks at par, 
an attempt was made by a certain 
non-par banker in that state to get 
the law declared unconstitutional. 
The Supreme Court of Nebraska 
overruled a motion for rehearing 
and denied a stay of mandate on 
May 29, 1947. The court had held 
the law constitutional and over- 
ruled a decision of the district court 
which had ruled that the law was 
not enforceable. 

During the dispute, the banks of 
Nebraska remitted to their corre- 
spondents at par. One of the Ne- 
braska bankers, however, brought 
up the fact in court that a bank is 
not required by law to pay checks 
drawn against it unless they are 
presented at the bank’s own count- 
er. He stated that if the par 
clearance law is maintained, he 
will refuse to pay checks received 
by mail. It is difficult to see how 
this would benefit his bank. His 
bank could not collect any ex- 
change and it would rapidly reduce 
its service to its customers who, in 
turn, would probably be inclined 
to seek banking service elsewhere. 


Directors may be held liable for 
losses due to their negligence in 
failing to audit and examine the 
employees and condition of the 
bank periodically or to have this 
done by outside auditors. 


Public Speaking Portfolio 
Appreciated 


This is to inform you that last 
Saturday, June 7th, I returned to 
you, your portfolio on public speak- 
ing by Mottershead. 

I want to express my appreci- 
ation both for having the privilege 
of re-reading the articles and also 
for your kindness in loaning me 
the portfolio. 

Your April issue had another ar- 
ticle by Mr. Mottershead which I 
greatly appreciated.—A. W. Kauff- 
mann, 26'S. Laurel Street, Bridge- 
ton, New Jersey. 
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Luplex Signs Provide 
Neat, Informative Lighting 


Distinctive lighting like distinc- 
tive dress is not a matter of chance 
but rather of practiced selection. 


To help you in achieving this end 
in your bank, Asquith Associates 
suggest the attractive, new Luplex 
sign in counter, wall or ceiling 
model. 


Embracing all of the principles 
of engineered lighting, the Luplex 
is illuminated by a concealed tubu- 
lar bulb which causes letters to be- 
come visible for several yards with- 
out any objectionable dazzle. This 
is made possible by the fact that 
only the sand blasted relief letters 
and figures pick up and reflect the 
soft light from the base of the sign. 

Featured herewith is the counter 
model in velvet finish gold bronze 
on a solid brass base. Available with 
single or double face, the Luplex 
operates on 110 volt A. C. or D.C. 

Simplicity of design characterizes 





— 
Oo 


COND OPwrr 





Check What You Need And Mail This Form 


Accounting Forms 


. Accounting Machines 
. Addressing Machines 


Architects and Builders 
Bandit Resisting Enclosures 
and Alarm Systems 


. Bank Building Fixtures 

. Bank Directories 

. Banking by Mail Envelopes 

. Binders, Check, Bookkeeping, 


Ledger 


. Bronze and Brass Signs 
. Calculating Machines 


. Chairs, Posture, Office 
. Changeable Signs 


Checks 


. Check Book Covers 

. Check Cancelling Perforators 
. Check Endorsers 

. Check Files 

. Check Protectors 

. Check Signers 

. Check Serters 

. Check Sorting Trays 


. Checking Account Systems 


. Christmas Savings 


. Coin Bags 


. Coin Boxes 
. Coin Changers 
. Coin Counting Machines 


THE BANKERS SECRETARY 
Rand McNally and Co., 536 So. Clark St., Chicago 5, lil. 


29. 


Coin Counting and Packaging 
Machines 


. Coin Envelopes 


. Coin Sorting and Counting 


Machines 


32. Coin and Currency Trays 
. Coin Wrappers 
34. Coupon Books 


. Currency Straps 
. Dating Machines and Stamps 
37. Deposit Ticket Files 


. Desk Pen Sets 
9. Duplicators 
. Expanding Filing Envelopes 
. Expanding Mailing Envelopes 
. Filing Cabinets 


43. Forms, One-Time Carbon 


. Forms, Continuous 


45. Inter-Office Communicating 


Systems 


. Interest Tables 
. Lam 


$ 
, Lighting Systems, Fluorescent 
. Maps 
. Metered Mail Systems 
. Money Orders 
. Name Plates and Desk Signs 


. Night Depositories 
. Night Depository Bags 
. Pass Books 


Please have buying information sent us on the items elreled above. 


56. Past Due Notices 


57. 
58. 
59. 

. Personal Loan Collection 


Pay Roll Envelopes 
Personalized Checks 
Personal Loan Advertising 


Envelopes 


x — ~vqhawod 

. Photographic Bank Systems 
63. Proof M 2 . 

. Rubber Stamps 

. Safes, Fire and Burglar-Proof 

. Safe Deposit Boxes 

. Safe Deposit Records ~ . 

. Safety Paper Suppliers 

. Savings Banks, Home, Pocket 

. Scales, Postal, Parcel Post 

. Seals, Coin Bag 

. Seals, Corporation, Notary, etc. 

. Stamp Affixers 

. Storage Files 

. Time and Delayed Time Locks 

. Time Stamps 

. Travelers Checks 

. Typewriters 

. Typewriter Stands 

. Vaults 

. Vault Equipment 

. Visible Records 

. Window and Lobby Displays 


jachines 


all models of the sign which can be 
teamed with any decorative scheme 
in your bank. 

In instances where the double 


face model has been selected, a filler 
of suitable coloring is supplied. All 
models are wired ready to install. 

Asquith Associates, representing 
Metallic Arts of New England, Inc., 
the manufacturers, may be reached 
at 131 State Street, Boston 9, Mass., 
for further detail about this prac- 
tical Luplex sign. 


Feather Touch Operates 
FybRglass Eraser 


Thanks to the Eraser Company 
there’s an eraser on the market 
that operates at highest efficiency 
with only a feather touch. No more 
scrubbing, smudging or tearing the 
paper with this new eraser. Called 
the Rush-FybRglass, it brushes 
away errors by picking up the ink. 


Outstanding advances in design 
and composition have been incor- 
porated into the Rush-FybRglass 
which employs a special type of 
erasing medium consisting of thou- 
sands of hair-thin fibers bound to- 
gether and inserted in an attractive 
plastic holder. The FybRglass fill 





WE ARE NOW IN A POSITION TO ACCEPT A 
LIMITED NUMBER OF ASSIGNMENTS IN THE 
CAPACITY OF ARCHITECTS AND ENGINEERS 
IN YOUR NEW BUILDING OR MODERNIZA- 
TION PROGRAM OR WILL ACT IN A CON- 
SULTING CAPACITY. 

Over Twenty Years Experience 


BANKERS ARCHITECTURAL & ENGINEERING CO. 
Four Licensed Architects 
120 CLYDE AVE., EVANSTON, ILLINOIS 
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the width of a single letter. 


































which will give the average user 
months of service, measures just 


Made to fit the hand, the sturdy 
holder looks somewhat like a me- 
chanical pencil. A knob at the top 


A Key Filing System 
For Safe Deposit Depts. 


There’s a practical low cost key 
filing system now on the market 
which appears to be ideally adapted 
for use in any bank’s safe deposit 
department. 

Known as “Cado” Ke-Master, 
the new system employs durable 
white fibre tags, patented rust- 
proof spiral wire “ke-raks” and 
“ke-boards” and “ke-cabinets” de- 
pending upon the size of the depart- 
ment to be served. 


Keys of any kind can be quickly | 


fastened to the tags which may 
be easily marked with number or 
name or both. Each tag is espe- 
cially slotted to hang on the “ke- 
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e of the holder controls the extension 
or retraction of the erasing surface. 

le It may be reloaded with FybRglass 
refills in only 15 seconds. Refills sell 
for 25 cents. 

| Among the many special advan- 

: tages claimed for the Rush eraser 

are the following: No shield is re- 
quired to protect carbon copies. It 
leaves no eraser crumbs to gum up 
the typewriter mechanism. It’s the 
only eraser used for correcting 
Fluid Duplicator Masters. It is the 
standard corrector for Miultilith, 
Duplimat, Systemat and other types 

er of Offset Masters. 

All Address the Eraser Company, 

ll. Inc., Syracuse, New York for addi- 

ng tional information about this prac- 

c., tical eraser. 

ed 
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100% 
PURE RUBBER 

RUBBER BANDS 

ny ‘ 4 

net For the first time in seven 

cy years pure natural gum 

a rubber bands are avail- 

he ‘ a , 

led able for immediate ship- 

1es ment. 

nk. 





PRICES 
2  F Wisinsnnins $1.15 per Ib. 
WO 0 PR cencsissccntasescsieics 1.10 per Ib. 
Se Ti OP Wilccccincnnce 















-95 per lb. 















Terms F.O.B., Brooklyn, N. Y. 
All sizes available including assorted. 


GUARANTEE 
Money back if not 100% satisfied 


ign 

or- 

ae Joseph A. Berardi-Harry Lawrence, Owners 
ou- NATIONWIDE OFFICE SUPPLY CO. 
to- DEPT. B-9 

‘7 95 Altantic Ave., Brooklyn 2, N. Y. 





ONE-OPERATION 
Note Register Forms 


SIDNEY FELDSER 


Bank Printers @ Lithographers @ Stationers 
Lancaster, Penna. 
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rak.” All “ke-tags” are clearly 
visible allowing free access and 
rapid replacement of keys in prop- 
er order. Swaying will not dis- 
lodge keys. 

For banks with large safe de- 
posit departments, ke-boards and 
ke-cabinets, with large capacities 
for holding and storing keys, ap- 
pear very practical. The small de- 
partment on the other hand, can 
well be served by the “ke-rak” 


CLAR-O-TYPE cleans 
typewriter type 
instantly. Economical. 
50¢. Non-—inflammable. 


Order from your sta- 
tioner or typewriter 
dealer. 








If paper is to be as useful and valuable as 
it can be in modern business, it should be 
made of new cotton fibers. These long, tough 
fibers lend strength to paper and give it 
wearing qualities obtainable in no other way. 
That’s why all PARSONS papers are new 
cotton fiber papers. 





Cotton fiber record keeping papers — ledgers 
and bristols — with their brisk, clean, hard, 
smooth finishes are easier to work with and 
last far longer. Their superior writing and 
erasing qualities, their additional strength, 
durability and permanence more than make 
up for the additional cost of a fraction of a 
cent a piece. 


Wherever records on cards or sheets take a 
beating from use by hand or machine, you'll 
find cotton fiber paper. Even for records that 
are consulted or posted infrequently, it pays 
to use these strong, firm permanent papers. 


Here are PARSONS record papers and cards 


Scotch Linen Ledger, made in white, buff and blue 
entirely of the best cotton and linen fibers. 

| Parsons Linen Ledger, 100% cotton fibers in white 
and buff. 

Parsons Index Bristol, 100% cotton fibers in white 
and five colors. 

| Defendum Ledger, 75% cotton fibers in white and 
three colors. 

Mercantile Record, 75% cotton fibers in white, 
buff and blue. 

Mechano Form Ledger, 50% cotton fibers in white 
and six colors. 

Mechano Form Index, 50% cotton fibers in white 
and six colors. 

Durable Ledger, 50% cotton fibers, in white and buff. 

Crest Ledger, 25% cotton fibers, in white and six 
colors. 


So for all your records, get the paper de- 
signed and engineered for modern business, 
PARSONS cotton fiber paper. 


It Pays to Pick 


PARSONS 


PA FE ERS 


Made With New Cotton Fibers 









Parsons Paper Company, Holyoke, Massachusetts 
' © prc, 1947 
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adapted to the ordinary filing cab- 
inet drawer. In this instance, keys 
are always under control and easi- 
ly accessible at all times. 

Cushman & Dennison Mfg. Co., 
135 West 23rd St., New York 11, 
N. Y., may be contacted for addi- 
tional information. 


New Ink Fountain On 
Cummins Electric Endorser 


The new Cummins 250 series of 
endorsing and signing machines, 
which already includes automatic 


CHECK 


tripping, inking, stacking and dat- 
ing, is now equipped with an in- 
novation in inking mechanisms. The 
new ink fountain provides impres- 
sions with a sharpness and clarity 
usually associated only with pro- 
fessional printing equipment and 
very seldom found in office stamp- 
ing devices. 

The Cummins fountain, however, 
is completely automatic. None of 
the rollers need be washed, as is 
necessary with a printing press, 
and adjustments are seldom neces- 
sary. Impressions dry instantly, be- 





CERTIFIER 


The absolute protection against forgery 
and alteration afforded by the SECURITY 
CERTIFIER is of inestimable value to the 
Bank and its depositors. 


The entire certification record, bank name, amount, 
date and serial number, is cut and printed on both 
the front and back of the check in one simple opera- 
tion, printing one side in red and the other side in 
blue. Padlock provides maximum assurance againsi 
unauthorized tampering. Keybase and serrating roll 
made of solid brass to prevent warping and to 
render ageless service. 


SECURITY CERTIFIER COMPANY 


5 Beekman Street 


New York 7, N. Y. 





SPENCER TO PALMER TO SCRAWLER 


Not to be confused with the famous 
baseball combination “Tinker to Evers 
to Chance,” our heading this month 
deals with the more academic subject 
of handwriting. From the beautiful 
Spencerian hand of the eighties, and 
the very legible Palmer method intro- 
duced at the turn of the century, to 
the careless scrawl of today, represents 
a deterioration in penmanship which 
is countrywide. Truly we have become 
a “nation of scrawlers.” 


Nevertheless, people still have to 
read what is written and, despite the 
fact that printed and typed communi- 
cations make up the bulk of what they 
read, certain things such as signatures 
on bank checks must be written by 
hand and most of them defy the de- 
coders. The courteous businessman 
has his name typed below his signa- 
ture on the letters he writes and the 
courteous depositor has his name 
printed on the checks he signs. We 
applaud the practice. 


Further, with the cooperation of sev- 
eral thousand banks, we are populariz- 
ing these courteous bank checks and 
their use is growing at an accelerated 
pace. In 1938 we handled one thousand 
orders, but this year we will go over 
a million so we are encouraged to 
believe that they have at last won 
national acceptance. Bankers from 
coast to coast are selling them to their 
customers, thereby taking the pain out 
of illegibility to say nothing of the 
money they save or the people they 
please. 


What about your bank? Are you 
pushing Personalized Checks? Can we 
help you with our advertising? Is 
there anything at all we can do to 
stimulate the program? Remember, 
DeLuxe Personalized Checks are a lot 
cheaper now than they were back in 
1938. Everyone likes them and it’s fun 
to sell them. So, if you are not selling 
them in your bank, why not write us 
for some effective sales material? 


Manufacturing Plants at: 


E LUXE 


CHECK PRINTERS 


NEW YORK, CLEVELAND, CHICAGO, KANSAS CITY, ST. PAUL 


cause the ink is rolled down to a 
thin, uniform film before being ap- 
plied to the type, and the ink is 
formulated to dry by penetration 
rather than evaporation. 

Once the reservoir enclosing the 
fountain mechanism has been filled, 
no attention is necessary until it 
needs filling again, which need not 
be done oftener than once a week 
under the heaviest use. The low ink 
consumption is a natural result of 
the better quality impression since 
the quality improves in proportion 
to the thinness of the film of ink. 

Cummins engineers have placed 
the new ink fountain in production 
and it is now standard equipment 
on Model 250 endorsers, Model 250 
check signers, and Model 252 en- 
dorsers (for attaching to microfilm- 
ing machines). 

Address Cummins Business Ma- 
chines, 4742 Ravenswood Ave., 
Chicago 40, Ill., for further detail. 


New Electric Calculator 
Features Speed, Accuracy 


Available for prompt delivery on 
a nation-wide scale for the first 
time, the new, low priced R. C. Al- 
len 10-Key Electric Calculator is 
unique in the business machine 
field. 

The 10-Key Calculator, unusually 
compact, has been designed to solve 
the most complex problems in ad- 
dition, subtraction, multiplication, 
and division. 


No trained operator or extensive 
knowledge of mathematics is neces- 
sary. With only a few minutes of 
instruction, anybody can _ easily 
learn to operate it. Its one hand, 
four-finger operation make possible 
high speed and a reduction of errors. 
The machine takes up less space on 





STIGLITZ A°VERTISING 


into. we erenene tees 
107 West S3ré $t., B. V. 3, BV. 
Serving Banking Institutions for Over 25 Years. @Ask about 
our “Key Insurance” Tags with Chain; if depositor's keys 
are lost, the keys will be returned to your institution 
@SPECIALTIES FOR ANNIVERSARIES AND OPENINGS, 
Write for Samples and Prices. 
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a desk than the average letterhead, 
working quietly and efficiently for 
accurate computation. 

Features of the 10-Key Calcu- 
lator are fast multiplication with 
automatic spacing to the left 
or right; automatic division; and 
speedy subtraction and addition. 
Visible dials show all three prob- 
lem factors in the line of vision. 
Each problem is proved as it is com- 
puted. 

Designed to be fast, accurate, and 
dependable the 10-Key Calculator 
is manufactured by R. C. Allen 
Business Machines, Inc., 678 Front 
Avenue N. W., Grand Rapids 4, 
Michigan. 


“The Most Valuable Asset” 


This is the title of a brochure pre- 
pared for distribution to banks by 
Bankers Security Life Insurance 
Society, 420 Lexington Avenue, 
New York, N. Y. “Good will” is 
claimed to be the most valuable 
asset, even if banks do not include 
it on their balance sheets. 

To protect banks’ “good will” as 
well as money involved in per- 
sonal loans, a new kind of life in- 
surance was evolved in 1917 to in- 
sure the lives of people who had 
personal loans with the then 52 
Morris Plan institutions. 

This insurance covered each bor- 
rower for the amount and time of 
the loan, so that, if he died before 
the loan was repaid, the family 
received his canceled note and the 
estate remained undiminished be- 
cause the insurance paid the note. 

As commercial banks entered the 
personal loan field, some were of- 
fered protected loan service by the 
Morris Plan Insurance Society 
which recently changed its name 
to Bankers Security Life Insurance 
Society which now offers this pro- 
tected loan plan to all banks in- 
terested in increasing personal and 
sales finance volume. 

The brochure details the oper- 
ation of protected loans which cost 
the horrower one-third of a cent 
a day for each $100 borrowed. No 
medical examination is required ex- 
cept as to loans of $5000 and over 
when the borrower is not more than 
sixty years old, and as to loans of 
$3500 and over when the borrower 
is aged 61 to 65. 

Some banks pass the cost of this 
insurance along to the borrower by 
means of a nominal increase in the 
financing charges, and other banks 
find the cost of the insurance a good 
investment in good will that helps 
produce increased loan volume. 
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COIN COUNTING MACHINES 


MODEL No. 7-5 





There are a great many more 
features of Protected Loan Service 
described in the brochure, and we 
suggest that bankers interested in 
this subject request a copy of “The 
Most Valuable Asset” which will be 
sent without obligation. 


Plastic Signs, Neat 
Legible, Easy To Clean 


Plastic signs, with black letters 
engraved into a gleaming white 
background, have recently been 
made available by the Winters 
Stamp Mfg. Co., New Jersey, manu- 


Sensational 
KEY-CHAIN-PENCIL 


Abbott Motor-Driven Coin Counting Ma- 
chine. A strictly heavy duty machine, 
rapid and durable, especialy adapted for 
the use Federal Reserve Banks, large 
commercial banks, Railway and Traction 
companies and others having large quan- 
tities of coins to handle. Has extra large 
revolving disc and extra large tray. Regu- 
larly furnished to lock automatically when 
20—25—40 or 50 coins have been counted, 
or will count coins indefinitely into a bag. 
Furnished to lock semi-automatically at 
any multiple of 100 coins. Can also be 
furnished to lock automatically on 100— 
500 or 1000 coins, at slight additional 
charge. 

Can be furnished for foreign coins and 
tokens at no extra cost. 

Other hand and electric models available. 


ABBOTT COIN COUNTER COMPANY 


143rd ST. and WALES AVE. 
NEW YORK 54, NEW YORK 


facturers of engraved plastic mark- 
ers. 

Neat, legible letters are engraved 
through an outer layer of satin- 
finish Lamicoid into an inner layer 
of black plastic, providing deep- 
relief legibility and freedom from 
confusing reflections under all light- 
ing conditions. 

A swift wipe of a damp cloth will 
clean the signs which do not fade or 
discolor, are sun and weather- 
proof, and can be removed easily at 
any time. 

Plastic signs are made to order, 
according to the customer’s specifi- 
































INSTANT SAVINGS 


You don’t have to wait months 






or years to realize on your im- 





provement when you begin using 
Payment Coupon Books on your 





Time Credit Accounts. Results are 





instant. They begin the first day 





and continue to pay every day, 
thereafter. 






You can count on Allison to 





recommend, as well as manufac- 
ture the right type of Payment 
Book for your particular pur- 
poses. The kind that gets better 






results and are low cost in use. 





Write for complete information. 







Allison Coupon Co., Inc. 


Indianapolis 6, Indiana 












SOLID BRONZE 
SIGNS & NAME PLATES 
Distinctive, permanent bronze 
bank signs, desk plates, tellers 
signs, etc. send NOW for illus- 

trated catalogue to Dept. BM. 


| Mn.BARRETT 


“Bronze Tablets Headquarters” 


UNITED STATES BRONZE 
SIGN CO. INC. 
570 BROADWAY NEW YORK 12, N. Y. 













































Specify A. C. or D. C. 
COMMERCIAL STATIONERY COMPANY 


325 W. Madison Street : State 2444 : Chicago 6, Illinois 





ELECTRIC COIN SORTER 


SORTS 1,000 Coins a Minute — lc ~- 5ce = 10c - 25¢ = 50c 





cations. Lettering ranges from % 
inches to 3% inches in height. They 
are provided mounted on wood 
blocks for hanging on walls or doors 
or for standing on desks or tables, 
or without mounts, ready-drilled 
for fastening direct. For use on 
cashiers’ wickets, special aluminum 
clamps are offered. 

The Winters Stamp Mfg. Co., 52 
W. Jersey St., Elizabeth, N. J. may 
be contacted for further detail. 


Records Management 
And Filing Operations 


By Margaret K. Odell and Earl 
P. Strong, 340 pages, clothbound, 
price $4.00, published by McGraw- 
Hill Book Co., 330 West 42nd St., 
New York, N. Y. 


This is an unusually complete 
treatise on records and filing. It is 
illustrated with many drawings 
showing layouts for filing rooms 
and other features of organizing the 
work of filing. 

The book has the six following 
features: 


1. Shows how to plan and man- 
age files for quick service to users 
and to furnish an economical meth- 
od for segregation of records for 
retention or disposal. 


2. Discusses centralized control 
of both decentralized files and cen- 
tralized files, with their advantages 
and disadvantages clearly outlined. 


3. Shows how to index records 
to meet the requirements of users. 


4. Shows how to control incom- 
ing communications and records 
removed from the files to insure 
prompt action and their return to 
the correct files. 


5. Shows how to prepare an op- 
erating manual. 


6. Gives detailed rules for for- 


eign name indexing. 




















This COIN SORTER is the product of 
many years of work by the foremost 
engineers in the manufacturing field. 

Operation simple—place mixed coins 
in large hopper—turn on switch—1,000 
coins a minute are sorted into indi- 
vidual boxes, ready to be counted and 
wrapped or bagged for bank deposits 
or for future change requirements. 

The machine is always available 
when money is to be handled—steadily 
all day—once a day—or a few times 
a week. : 

Construction—the machine is entirely 
metal—finished in crinkle black paint— 
hopper and coin carrier are polished 
aluminum. 22 inches wide, 9 inches 
deep, 10 inches high, weighs 30 
pounds. 


Electric Model ........ $290.00 F.O.B. 
Hand Model ........... 225.00 Chicago 
he hand model does not sort Half 
Dollars. 





Stationery Cabinet Keeps 
Contents Spotless 


The Streamliner is the name of a 
new all-steel, desk-size stationery 
cabinet equipped with a roll-top 
cover, shelves and compartments. 

Introduced by the Goodfrend 
Metal Products Co., Chicago, the 
cabinet measures 16 inches in 
length, 934 inches in width and 7 
inches high. It is finished in gleam- 
ing baked enamel and is available 
in either office green or gray. 

Interior features include three 





shelves and two envelope compart- 


ments which provide sufficient 
storage space for a good quantity 
of stationery. 

Regardless of how careful we are, 
dust always seems to search out and 
spoil our finest letterheads and con- 
tainers. To counteract this spoilage, 
the Streamliner employs an easy 
sliding, dustproof roll-top cover 
which keeps the stationery spotless 
and always at your finger tips. 

In both length and width the 
cabinet is of such dimension that it 
can easily accommodate either your 
legal or letter-size stationery. 

Goodfrend Metal Products Com- 
pany, 6852 Indiana Avenue, Chi- 
cago 37, Ill., will gladly supply ad- 
ditional information upon request. 


Two fronting sidewalks, the en- 
trance marquee and part of the roof 
of the new six story Peoples Sav- 
ings Bank, Providence, Rhode Is- 
land, has been equipped with a 
snow melting system of wrought 
iron pipe. Hot water circulated 
through the pipe maintains surface 
temperatures above freezing. 





A Complete Line of 
—MONEY WRAPPERS - 


STANDARD PAPER GOODS ‘cc* 


WORCESTER 8, MASS. 
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Passbhoohs are Passnorts 


TO YOUR BANK 


a 

y William Exline Inc., has 
P specialized in passbook and 
a fine quality bank printing for 
e nearly half a century. Let 
n us help you provide your 
7 customers with better banking. 
‘ eisai a 

ec fF 

-e 


e Savings Passbooks 
e Loan Passbooks 
* Commercial Passbooks 
e Pocket Check Cases 
e Personalized Check Covers 
e Deposit Slips 
 Passbook Envelopes 
e Statement Sheets 
Machine Posting Passbooks 
e Bill Straps 
e Coin Wrappers 
Pen Ruled Forms 



























ty 1273 Ontario Street, Cleveland 13, Ohio 


ad CHANGEABLE 
n- BULLETIN, DIRECTORY, MENU 
e, & STATISTICAL BOARDS 


—_ Desk and Grille name plates. In 
and Out Registers. Changeable 
Signs for every purpose. Suitable 
for indoor or outdoor use. 


Send for literature 


ACME BULLETIN CORPORATION 
Bank Signs Division 
37 E. 12th St., Mew York 3, N. Y. 
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Portable Protectograph 
Speeds Check Disbursement 


Designed to add speed and protec- 
tion to disbursement proceedings of 


banks and other businesses, two 
models of the new portable Pro- 
tectograph check signer have been 
introduced by the Todd Co., Roch- 
ester, N. Y. 

The portable check signer, in 


| either hand or electric operated 
| model, greatly decreases the amount 


of time consumed in signing checks 


| and entirely frees executives of this 


duty. 

Operated by any clerk in the 
disbursement department, the hand 
model Protectograph will sign as 
many as 140 checks in ten minutes; 
the electric model, more than 200. 
Even working at top speed, the 
fastest writer is hard pressed to 


| sign as many as 200 checks in an 


hour with pen and ink. 
In addition to saving time and 
effort, the check signer provides 


| disbursement safety and control so 
| effective that users are protected 
against loss from duplication of sig- 


nature by insurance policies pro- 
vided without cost. 

A special locking and metering 
system which is an important fea- 


| ture of the portable Protectographs, | 


provides additional disbursement 
control. The equipment has two 
| locks .. . with keys held by sepa- 


rate executives ... which serve the 
equivalent of a countersignature. 
Every check signed is recorded 
by an inaccessible non-resettable 
meter, providing an automatic rec- 


ord for justification against serially | 


numbered checks and_ against 
vouchers or payrolls approved for 
payment. 

The Todd Co., Rochester 3, N. Y., 
also manufactures check writers, 
payroll systems and fraud prevent- 
ing checks. 














MEETS APPROVED 
REQUIREMENTS FOR 
SEALING COINS AND 








FEATHER 
WEIGHT 
BUT POWERFUL 













SEAL PRESS & SEALS 


Improved design enabling user, with one hand, 
to attach cord and pull until seal pin is forced 
through the thick folds of the canvas coin bag. 
Half the weight of any other Seal Press but 
greater leverage. Weighs only 17 ozs. ‘’Steel 
Strong” Lead Seals used with Press are of pure 
lead, non-porous, won't crack or break. Cord 
in seal has tensile strength of 130 Ibs. 


The od i. DOWNEY Company 


MISSOURI 


HANNIBAL 


Worlds Largesd Mrs. of Coram Wrappers 





CUMMINS ELECTRIC ENDORSER 


Saues Money 


PAYS FOR ITSELF IN A SHORT 


TIME! 


Cummins 250 Electric Endorser eliminates 


| one complete handling of checks if used in 


combination with a microfilming machine or 

in conjunction with adding or proof machine. 

@ AUTOMATICALLY INKS, ENDORSES, 
DATES and stacks in proper order as fast 
as you can feed it. 

@ ENDORSES all sizes of checks. No skips. 

@ EASY TO OPERATE, no experience re- 
quired. 


| @ QUIET, vibrationless. 


@® PORTABLE, can be used 










anywhere. 
Whatever the size of your bus- 
iness, you will save time and 4 
money using 


Model 250 for 
endorsing. 

Write for complete 
information today. 


Lummins Business Machines 


4742 Ravenswood Avenue * Chicago 40, Illinois 












Credit Men Name Officers, 
Directors For 1947-8 Term 


Officers and directors who will 
take office at the Fall Conference 
of the Robert Morris Associates at 
the Hotel Del Coronado, California, 
October 12-15, were named recently 
at the annual meeting of the organ- 
ization. 

Heading the list of newly elected 
officers was President Arthur L. 
Moler, vice president, The Fifth 
Third Union Trust Co., Cincinnati, 
Ohio. Mr. Moler succeeds Ernest E. 
Nelson, leader of the Associates 
during the past year who becomes 
a director ex officio for a term of 
one year. 

A Certified Public Accountant, 
lecturer, and former state em- 
ployee, Mr. Moler has been with 
his present bank since 1934 and for 
the past several years as vice presi- 
dent in charge of the Credit Dept. 
He has been active in the National 
Association of Credit Men for many 
years and served as director and 
president of the Cincinnati Associa- 
tion. 

Walter L. Rehfeld, vice president, 
Mercantile-Commerce Bank & Trust 
Co., St. Louis, Mo., and Milton J. 
Drake, vice president, The Detroit 
Bank, Detroit, Mich., were ap- 
pointed first and second vice presi- 
dent respectively of the Associates. 

Also elected were six new direc- 
tors for the period expiring 1949. 
The men named to supplement the 
six continuing board members 
were: V. K. Bowman, vice presi- 
dent, Federal Reserve Bank, At- 
lanta, Ga.; Robert C. deRosset, vice 
president, Seaboard Citizens Na- 
tional Bank, Norfolk, Va.; S. Allen 
Pippitt, second vice president, 
Chase National Bank, New York, 
N. Y.; H. T. Riedeman, vice presi- 
dent, Industrial National Bank, 
Chicago, Il.; Harold E. J. Smith, 
assistant vice president, Federal Re- 
serve Bank, Cleveland, Ohio; Stan- 
ley B. Trott, vice president, Mary- 
land Trust Co., Baltimore, Md. 


Lincoln National Elects 
Kelly To Vice Presidency 


Charles E. Kelly has been elected 
to the positions of vice president 
and loan officer by the Lincoln Na- 
tional Bank and Trust Co., Fort 
Wayne, Ind. Mr. Kelly resigned as 
senior credit officer of the City Na- 
tional Bank and Trust Co., Chicago, 
with whom he had been associated 
for 20 years, to accept his new as- 
signments. 
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Houston, Jackson And Helm 
Move Up At Chemical Bank 


In accordance with the estab- 
lished program of the Chemical 
Bank & Trust Co., New York, Frank 
K. Houston on last August 1 relin- 
quished his active duties as chair- 
man of the board in favor of an 
honorary chairmanship and to be- 
come vice chairman of the executive 
committee. 


N. Baxter Jackson Harold H. Helm 


Replacing Mr. Houston as board 
leader is N. Baxter Jackson, for- 
merly president and a director of 
the bank since 1929. Mr. Jackson, 
eleventh president of the institu- 
tion, joined the staff of the Chemical 
Bank as an assistant cashier in 1920 
and three years later was elected a 
vice president. 

Harold H. Helm, former first vice 
president, now becomes the twelfth 
president of the Chemical Bank. 
Mr. Helm also became associated 
with the bank in 1920 and was 
elected a vice president in 1929. He 
has been a member of the board 
since 1941. 


H. M. Herzikoff, former assistant 
cashier of the Union Bank and 
Trust Co., Los Angeles, Calif., has 
been named assistant vice president 
of the company. 


Guaranty Trust Company of New 
York, recently announced the ap- 
pointment of Arthur T. Peterson as 
joint manager of the Company’s 
main London Office, 32 Lombard 
Street. 


National City of N. Y. 
Celebrates 135th Year 


With a memory that reaches far 
back into the early history of these 
United States, the National City 
Bank of New York, now one of the 
largest banks in the country, took 
the recent occasion of its 135th an- 
niversary to recall how it had 
started business on a paid-in capi- 
tal of $800,000. 

Organized in 1812 as the City 
Bank of New York, the institution 
has in many ways paralleled the 
growth of the country which it 
helped to build. Forty-six branches 
overseas, 66 branches in greater 
New York and hundreds of corre- 
spondent affiliations here and 
abroad go to make up the ‘round- 
the-world’ service for which it has 
become famous. 

The bank began the development 
of its overseas branch system in 
1914 with the establishment of its 
first branch at Buenos Aires, Ar- 
gentina. This development contin- 
ues, with the establishment on last 
May 26 of the bank’s 46th overseas 
branch, at Cebu, in the Philippine 
Islands. 

An event in bank history which 
drew wide attention was the in- 
auguration of the National City’s 
personal credit department in 1928. 
Last month the bank granted its 
billionth dollar in personal loans. 


Arthur C. Sullivan, recently 
chosen vice president of the Ameri- 
can National Bank, Idaho Falls, 
Ida., will assume his new position 
about Sept. 15. Mr. Sullivan’s back- 
log of business experience includes 
11 years with the Farm Credit Ad- 
ministration and 15 with the Walker 
Bank and Trust Co., Salt Lake City, 
Utah. 


Bank of America Publicized 
As World’s Biggest Bank 


The Bank of America and its 
development is described in For- 
tune in an article extending over 
more than ten pages. It shows an 
interior lobby view, photographs 
of five officers and photographs of 
many of the branch buildings of 
Banks of America. A number of 
charts in color illustrate the growth 
of the Bank of America, and it is 
interesting to note that greatest in- 
crease in the profits have been since 
1940. Another chart shows the 
growth of California in population 
from twenty-first place in 1900 to 
third place in 1945. 
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Bank Women To Meet Prior 
To A. B. A. Convention 


The twenty-fifth annual conven- 
tion of the Association of Bank 
Women will be held in Atlantic 
City, New Jersey at the Claridge 
Hotel, September 26-28. A com- 
prehensive program on _ Better 
Banking Service to our Committees 
will be combined with fellowship 
and recreation. 

Mrs. Nancye B. Staub, assistant 
secretary-assistant trust officer, 
Morristown (N.J.) Trust Company, 
is serving as general convention 
chairman. 

Featured speakers include Mrs. 
Vera Micheles Dean, Director of 
Research, Foreign Policy Associa- 
tion, New York; Dr. Dorothy Waldo, 
Professor of Education, New Jersey 
College for Women, New Bruns- 
wick; and Frederic A. Potts, presi- 
dent of the Philadelphia National 
Bank, Philadelphia, Pa. 

A highlight of the convention will 
be the presentation of the Jean Ar- 
not Reid Award, by the Associa- 
tion’s president. This is an annual 
award, established in 1936, given in 
honor of a founder and former 
president, Miss Jean Arnot Reid. 

At the Saturday morning session, 
“‘Personnel—Assets or Liabilities,” 
will be discussed by Mrs. Helen R. 
Feil, editor of THE WOMAN 
BANKER, official publication of the 
association. She is assistant secre- 
tary of the Dime Savings Bank, 
Brooklyn, New York. 

“Country Banking at its Best” 
will be discussed by Mrs. Manuella 
C. Taylor, vice president, Pasca- 
goula-Moss Point Bank, Pascagoula, 
Mississippi. 





Fifteen members of the Central 
Savings Bank’s staff were feted 
recently at a special testimonial 
dinner in New York City in honor 
of their 25 or more years of service 
with the bank. The occasion also 
marked the establishment of the 
bank’s Quarter Century Club. Each 
member was presented with a gold 
service button and a $50 U. S. Gov- 
ernment Bond. 


Jones, Mobley Advanced 
By U. S. Guarantee Co. 


John T. Jones, vice president of 
the United States Guarantee Co. of 
N. Y., since 1932, has been elected 
to succeed the late George Reaney 
as president of the company. 

At the same meeting, Nathan 
Mobley was named to the newly 
created office of executive vice 
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president and a director of the com- 
pany. Mr. Mobley joined United 
States Guarantee in 1934 as assist- 
ant to the president and was elected 
vice president in 1936. 


This Bank Displayed A 
Million Dollars 


As a feature honoring the open- 
ing of the new bank building of 
Roanoke, Virginia, The Bank of 
Virginia displayed one million dol- 
lars in currency. Naturally, this at- 
tracted a large crowd, an estimated 
12,500 people visiting the new 
building on its opening day. The 
bank reports that one lady was 
heard to make the remark as she 
was looking at the currency, “I see 
it with my own eyes, but I can’t 
believe it.” 


Twenty-five year service anni- 
versaries were observed recently 
by H. W. Koch, assistant secretary 
of California Trust Company, Earl 
K. Simpson, auditor of California 
Bank, and Fred H. Tichenor of the 
bank’s escrow supervision depart- 
ment. Charles F. Schwan, Califor- 
nia Bank assistant cashier, marked 
his 20th year of service and Robert 
S. Black, assistant manager of the 
bank’s Sunset and Alvarado Office, 
his tenth. 


The First National Bank in St. 
Louis has announced the promotion 
of Edwin S. Jones from assistant 
cashier to assistant vice president, 
in the New Business Department. 
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The Connecticut Fire Ins. Co. 
Hartford, 15, Conn. 


Atlantic Fire Insurance Company 
Raleigh, North Carolina 


Great Eastern Fire Insurance Co. 
White Plains, N. Y. 



















Where ane the Corts of Yesteryear 7? 
iW 


Well, if you are thinking of building costs, the answer is 
If you bought insurance within the 
past five years, you are probably under-insured now. 
The thing to do is to check your present insurance 
against the present cost of reproducing the property and 
then make the necessary adjustments. 


THE PHOENIX INSURANCE COMPANY 
Hartford 15, Conn. 


Reliance Insurance Company of Canada 
Montreal 1, Canada 





Henry W. Drath, appointed as as- 
sistant vice president, internation- 
al banking department of the Bank 
of America, Los Angeles, Calif., has 
been assigned to the bank’s repre- 
sentative office at 44 Wall Street, 
New York. 
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Equitable Fire & Marine Ins. Co. 
Providence 3, R. 1. 


The Central States Fire Ins. Co. 
Wichita 2, Kansas 


Minneapolis F. & M. Ins. Co. 
Minneapolis 2, Minn. 








John T. Barry Joins La Monte 


John T. Barry, known to his many 
friends as “Jake,” is now identified 
with George La Monte & Son, Safety 
Paper manufacturers, Nutley, New 
Jersey. He will take over the St. 
Louis territory for La Monte, suc- 
ceeding Dan J. Lyons, recently de- 
ceased. Mr. Barry will occupy the 
office of his predecessor in the Ar- 
cade Building, St. Louis, and he will 
visit important cities in Missouri, 
Tennessee, Oklahoma, Arkansas, 
Mississippi, Louisiana, and Texas. 


Bank Of Virginia Book 
Records 25-Year History 


A booklet commemorating 25 
years of banking development and 
operations has recently been issued 
by the Bank of Virginia, Richmond, 
Va. Spanning the last two and one- 
half decades since the Old Dominion 
State institution had its inception 
in 1922, these banking memoirs re- 
cord the organizational growing 
pains, service program and credit 


policy of this expanding Virginia 
bank. 

Opening on July 17, 1922 as the 
Morris Plan Bank of Richmond, it 
was operated in conformance with 
Morris plan banking precepts. Or- 
ganized on a statewide structural 
basis, branches were soon estab- 
lished in Petersburg, Newport 
News, and Norfolk. Throughout the 
ensuing years, the bank’s program 
has been one of rapid but carefully 
conceived expansion. 


Raymond H. Preble, has been ap- 
pointed manager of the Geary- 
Eighteenth Aveune office of the 
American Trust Co., San Francisco, 
Calif. Mr. Preble, former assistant 
cashier at the Savings Union office, 
succeeds Lawrence J. Davitt who 
will take over one of the bank’s 
new Offices. 


John H. Schleif, former assistant 
treasurer and manager of the Bank 
of the Manhattan Company’s Green- 
point office, New York, has been 
elected an assistant vice president 
with the bank. 


Banks and Bankers will find this 


institution especially well equipped to handle 


their Chicago accounts. Our complete facilities 


are at the disposal of all in need of this service. 


City NATIONAL BANK 
AND TRUST COMPANY of Chicago 


208 SOUTH LA SALLE STREET W 


(MEMBER FEDERAL DEPOSIT INSURANCE CORP.) 


OUR BANK-OF-THE-MONTH 
Recent Construction 
COMMERCIAL BANK 
CHAMPAIGN, ILL. 

Thomas A. Hagan, President 


at 


We invite your inquiry on our 
full list of completed banks. 


H. C. Petersen To Join 
Fidelity-Philadelphia 

Howard C. Petersen who on July 
31 resigned his position as The As- 
sistant Secretary of War, will join 
the staff of the 
Fidelity - Phila - 
delphia Trust Co., 
Penna., on Sep- 
tember 22, as the 
executive vice 
president. 

Mr. Petersen, a 
member of the 
New York Bar, 
practiced general 
corporation, financial and public 
utility law as an associate of Cra- 
vath, deGersdorff, Swaine and 
Wood (now Cravath, Swaine and 
Moore) New York City, from Sep- 
tember 1933 until January 1941. 

On December 29, 1945 he was 
sworn into office as The Assistant 
Secretary of War, having previous- 
ly been nominated by President 
Truman to succeed Hon. John J. 
McCloy. 

As The Assistant Secretary of 
War, Mr. Petersen’s duties have in- 
cluded supervision of military gov- 
ernment activities by the Army in 
Germany, Japan, Korea, Austria 
and Italy. He was awarded the 
Medal of Merit for extraordinary 
services on October 3, 1945. 

Also announced were four recent 
appointments involving veteran of- 
ficers in the bank. Frederick C. 
Wheeler, vice president since Jan- 
uary 1936, was made vice president 
in charge of new business and pub- 
lic relations; John S. Malick, vice 
president since November 1943, was 
named vice president in charge of 
banking and commercial depart- 
ments, and Thomas L. Ralph, senior 
trust investment officer since De- 
cember 1944, became vice presi- 
dent in charge of the trust invest- 
ment department. 


H. C. Petersen 


J. W. Lewis, vice president, Un- 
ion Bank & Trust Co. of Los 
Angeles, recently celebrated com- 
pletion of thirty years service. 


A. A. HENKEL & ASSOCIATES, IWC. 
Bank Designers and Sngincers 
333 NORTH MIGHIGAN AVENUE 


CRicage 1 
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New Directors 






Brooklyn Trust Co., Brooklyn, N. Y.: 











ly Wilbur F. Burt, vice president of 
s- Socony-Vacuum Oil Co., Inc., 
in elected trustee. 
he Commercial Trust Co. of New Jersey, 
A Jersey City, N. J.: Richard B. 
‘0., Evans, president of the Colonial 
-p- Life Insurance Co. of America. 
he Fort Worth National Bank, Fort 
ice Worth, Texas: Raymond C. Gee | 
and J. E. McKinney, vice presi- 
a dents. 
he National Bank & Trust Co., South 
ar, Bend, Ind.: A. G. Rumpf, former 
ral secretary-treasurer of the Stude- | 
lic baker Corp. | 
oe Ohio National Bank, Columbus, 
- Ohio: Brig. Gen. Carlton S. Dar- 
og gush and B. G. Ball, treasurer and 
P a director of the Columbus Mu- 
—_ tual Life Insurance Co. 
ant Peoples State Bank, Indianapolis, 
us- Ind.: Carl M. Geupel, president 
ent of the Carl M. Geupel Construc- 
. 3 tion Co. 
The Tennessee Valley Bank, Knox- | 
of ville, Tenn.: R. A. Jarnagin, pres- 
in- ident, of S. H. George & Sons, de- 
Ov- partment store. 
r in ——n 
nae Ninety years ago, in 1857, the 
m Southern Bank, oldest antecedent 
wd of the First National Bank in St. 
ini Louis, began business in that city. 
a The First National Bank is St. | 
sj Louis’ largest banking institution, 
! C. with total resources of more than C O U o O N 3 O O K 
wn $448,000,000.00, and is one of the 
a largest banks in the United States. | 
se oe SYSTEMS 
nee Long Service Records | _— sa tieiatttaaaaii 
° ° as , ¥ , 8 i 
nth in Security-First | s accurate, simple— and M¢Nally 
aioe | Coupon Book Systems win customer good 
De- Lucien J. Defosset, vice presi- | will, speed up window service, save time, 
resi- say Seer ae National Bank, money, and manpower. They have intro- 
rest- os Ange _ California, in July duced Christmas Clubs and All-Purpose 
completed 45 years of service. Be- ‘ ° 
fore becoming a regular banking Savings Clubs in hundreds of banks. Self- 
i. employee on July 1, 1902, he spent | computing and tamper-proof, they have 
Los five years doing janitor work in the | been used to collect millions of dollars 
bank +s . 
om- ‘ because they el t s, disco 
. Ten other Security-First Na- | tial a og pg ne 
— tional bankers rounded out 25- Pert PAyEnNts, ONG CENomeNs ike 
year-milestones in their careers in them. Write for further information on 
July. They are: Mitchell F. Blair, these complete Coupon Book Systems. 
Wm. W. Caffrey, Jr., Edwin J. Carl- | 
son, senior teller; L. W. Craig, vice 
president, General Administration; | RAND MCNALLY & COMPANY 
Edwin S. Crawford, Merle C. Cun- | 
ic. ningham, supervisor; Arthur F. SYSTEMS DIVISION 
Forche, Wallace Gordon, adminis- | 111 Eighth Avenue, New York 11 
eens trative assistant; Tom L. Moore, 
1 supervisor of guards, cashier’s de- LENE AE A LEE EE I a 
, partment, and Elroy R. Swiler, ap- | 
praiser. 
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‘WO _HUNORED NINETY FOUR MILLION 
g 3% THOUSAND EIGHT HUNDRED SE 


: Hep JUN 4 1947 


$S2a4626, 875.00: 
Bulla 


STATE OF ILLINOIS 
$1% HUNDRED THENTY 


FEDERAL RESERVE BANK 
230 OF CHICAGO 230 ie 


How’s This For A Negotiable Instrument! 


Reproduced herewith is a photo of the largest single check ever 
paid in non-federal financing in the nation. The check, totaling $294,- 
626,875.00, represented the balance due the State from the syndicate 
of 256 banks, headed by The First National Bank of Chicago which 


purchased the Illinois bonus bonds. 


Chase Report Shows 
The Oil Companies 
Income Increased 


The Chase National Bank has 
issued its annual survey of the 
combined financial and operating 
activities of 30 oil companies for 
the year 1946. It was prepared by 
Joseph E. Pogue, vice president in 
charge of the Bank’s Petroleum De- 
partment, and Frederick G. Coquer- 
on, staff associate. Some of the high 
lights of this study are as follows: 


1. The total revenue of the group 
of 30 oil companies, before deduct- 
ing expenses and charges, registered 
an all-time high in 1946, amounting 
to 7,549 million dollars, an increase 
of 3% over 1945 and 55.4% over 
1941. 


2. The net income of the group 
amounted to 763 million dollars in 
1946, an increase of 26.7% over 
1945 and 44.0% over 1941. 


3. The cash dividends paid by the 
group to its stockholders were 331 
million dollars in 1946, an increase 
of 13.7% over 1945 and 31.9% over 
1941. The proportion of net income 
paid out as dividends decreased 
from 48.3% in 1945 to 43.4% in 
1946. 


4. The borrowed and invested 
capital employed by the group at 
the close of 1946 amounted to 9,155 
million dollars. Of this sum, 1,153 
million dollars or 12.6% was in the 
form of long-term debt. 


5. The productivity of the group’s 
capital increased during the year 
as evidenced by the rise in the rate 
of return on borrowed and invested 
capital from 7.9% in 1945 to 9.3% 
in 1946. 


464 





G. F. Turner Promoted 


Garland F. Turner who has 
served the American National Bank 
of Nashville, Tennessee, in various 
capacities since its merger with the 
Fourth & First National Bank, has 
been promoted to an assistant vice 
presidency with the bank. Mr. 
Turner, a recently appointed loan- 
ing officer, has been an assistant 
cashier since 1941. 


Lectures On Personal 
Management 


John W. Taliaferro, Atlanta per- 
sonnel consultant, whose firm spe- 
cializes in counselling banks, was 
chosen as the lecturer on personnel 
administration for the American 
Savings and Loan Institute at In- 
diana University. 

His lectures covered the follow- 
ing subjects relevant to today’s in- 
ternal relations in the financial 
field: 

Seven pillars of profitable per- 
sonnel practices and the “how 
come” of personnel programs. 

The real aspects of hiring em- 
ployees. 

The use of aptitude and alertness 
tests. 

Begin training where it counts 
most. 

The importance of letting people 
know what is expected of them. 

Employee attitudes and making 
them good. 

Proper wage structure and job 
classification. 

Human relations policy. 

Mr. Taliaferro had an article on 
page 161 of April Bankers Monthly 
telling his experience in developing 
capable bank employees. 
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You can have this National Multiple-Duty 
Accounting Machine handling any one of the 
seven basic banking accounting jobs: 


Posting depositors’ accounts 
Posting loan and discount records 


Posting any type of mortgage records 


Writing checks and posting related 
payroll records 


(. 
Z. 
a 
4. Posting trust ledgers 
5. 
6. 


Posting the general ledger 


= Posting statement of condition 


In a twinkling, the removable 
form-bars of this National 
Multiple-Duty Accounting 
Machine lift off, or snap on — 
no screws, catches, or fittings to 
fuss with. If your bank is a 
small one, one machine may 
handle all seven jobs. If it’s 
larger, separate machines may 
be assigned. 

A National Multiple-Duty Accounting Machine 
will prove a big help in your bank. As will any 
of the many other National machines and 
systems designed to save time and money while 
reducing errors and improving the efficiency of 
banking methods. Have your local National 
representative study your own situation and work 
out the best way to solve it. Or write to The 
National Cash Register Company, Dayton 9, 
Ohio. Offices in principal cities. 


The National Cash Register Company 


| 





SAFETY PAPER FOR CHECKS | 


GEORGE LAMONTE & SON, NUTLEY, NEW JERSEY 
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